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BUTTON MAKES STRONG 
APPEAL TO CONVENTION 


But Fails to Get Vote on Consti- 
tutional Amendment Aimed 
at Him 





GIVE VOTE OF CONFIDENCE 


Factions of Commissioners Convention 
Unite in Eloquent Plea to Prevent 
Open Break 


A debate of intense dramatic interest 
arose in the meeting of the National 
Convention of Insurance Commissioners 
in Chicago at the last session Thursday 
when Joseph Button of Virginia, secre- 
tary of the organization for many years, 
demanded a “show down” on proposed 
amendments to the constitution of the 
convention, which he said were aimed 
directly at him. 

The amendments, drawn up for the 
last session by John J. McMahon of 
South Carolina and introduced and 
backed by W. Stanley Smith of Wis- 
consin, were designed to remove power 
from the hands of the secretary by mak- 
ing him ineligible for committee chair- 
manships and indirectly, it was said, to 
oust him from his position as secretary. 


An Echo of San Antonio 


This is, of course, an echo from the 
fight which occurred at the last annual 
meeting involving the election of Presi- 
dent Kendrick. However, while sym- 
pathies remain the same, the split at 
this time does not seem at all along the 
lines of the election differences. It seems 
that the majority of the membership 
was anxious to avoid any controversy 
and particularly any open break in the 


meeting. The element headed by W. | 
| be put to a vote. 


Stanley Smith, Commissioner McMahan 
being absent, apparently wanted to put 
the matter through and thought that it 
could oust Colonel Button. In caucus 
the night before this radical group had 
= compromised upon postpone- 

Colonel Button, on the other hand, 
wanted himself vindicated and wanted 
the amendment to come to a vote. 


Col. Button Brings Matter Up 


: After one routine matter after another 
= been disposed of, with little debate, 
Is last matter on the calendar of the 
convention was brought to a head by 
Auton! Button, who pointed out that 
heagr amendments had been proposed 
4 Commissioner McMahan and that 
they should now come to a vote. 


Ireland Moves Postponement 


coctitiord Ireland, director of trade and 
ee of Illinois, the man who 
a ag President Kendrick at San 
Pm onio, ther arose and said that in the 
— of Commissioner Smith of Wis- 
, _ he would move that the matter 
haid mendments to the constitution be 
over until the next meeting. 
“ Ommissioner Button was on his feet 
once and demanded that the matter 








PRETTY RACE NOW ON 


THREE COMPANIES AT TOP 








Aetna Life, Metropolitan Life, and 
Travelers Are the Leaders in the 
Group Field 





Until the last tap of the bell Dec. 31, 
it will not be known which one of three 
companies will write the largest group 
business during the year. The Aetna 
Life, Metropolitan Life and Travelers 
are in the first class so far as group busi- 
ness is concerned. The Aetna Life will 
write about $250,000,000 during the year 
and seemingly was ahead until the Trav- 
elers secured the Atlantic & Pacific Tea 
Co. account which is one of the largest 
ever written. The Metropolitan Life 
has been very active. 

The Aetna Life probably has the larg- 
est organization developing group busi- 
ness. A few years ago it took on a 
number of college men, gave them an 
intensive training in the group business 
at the head office, then sent them to 
work under group specialists in the 
cities and finally assigned them to other 
cities as the special group men in the 
general agencies. In this way an or- 
ganization of about 60 group specialists 
| was developed. This naturally has given 
| the Aetna Life much impetus as these 

men were devoting their time to devel- 
| oping this business. 


Prudential Does Fine Business 


The ; secured 
| Louisville & Nashville R. R. schedule, 
| gives it a large group production this 
; year. The Connecticut General Life is 
active in the group field and the Equit- 
able Life of New York, which was one 
of the earlier group companies, writes 
| considerable but is not as aggressive as 
some companies. 

There is much competitive strife in 
the group field and manv inducements 
are offered in the way of promised re- 


funds. 





Prudential having the 








He declared that he 
would withdraw from the convention if 
the matter was not settled at once. He 
said he could not continue to act as sec- 
retary with this sword of Damocles 
hanging over his head. He said that 
the resolutions were an imputation on 
his honesty and insult to the state of 
Virginia in attempting to remove its 
participation in the activities of the con- 
vention. 

Then ensued an argument in which 
Clifford Ireland of Illinois, Judge Conn 
of Ohio, who nominated the losing 
candidate at San Antonio, and J. C. Lun- 
ing of Florida took part,—strangely 
enough all opposing the show-down de- 
manded by Colonel Button. 


President Kendrick Acts 


Seeing that a vote on the motion 
would be practically as bad as a vote on 
the amendments, President Kendrick 
rose to the occasion, declaring the mo- 
tion was out of order, inasmuch as this 
was an adjourned meeting and that 
constitutional amendments could not be 
taken up until the next meeting. This 
was in spite of the fact that his own list 
of topics contained this item. Colonel 
Button appealed from the decision of 

(CONTINUED ON PAGE 30) 





AMERICAN MEN TABLE 


MUCH SOLITUDE IS FORECAST 





Many Feel That Agitation for Change 
Will Result in Some Action 
Being Taken 





There is considerable agitation and 
speculation among actuaries whether 
the movement to secure the American 
Men’s table as a permissive valuation 
table will subside following the recent 
meeting of the National Convention of 
Insurance Commissioners, or whether it 
will be kept alive and popularized more 
than it is now. Certainly a heavy wave 
of opposition has arisen through the use 
of this table especially from the smaller 
and younger companies which object to 
being forced to reduce their rates on 
younger ages. They look upon the 
movement as a competitive fight on part 
of the big non-participating companies 
with the large mutuals. 

Difference in Opinion 


When the special committee ap- 
pointed by the Insurance Commissioners 
Convention to investigate the situation 
asked for more time and was given a 
further opportunity to make a study of 
the situation, it was counted by some 
as being a delicate way of shelving the 
subject. Others feel that it will not 
be downed and will come up in some 
fashion. Some state insurance commis- 
sioners have the authority to decide 
what mortality tables can be used. Some 
states specify by law what tables can be 
used. It might be difficult to get a law 
amended to allow the American Men’s 


table. 
Connecticut Situation 


It is stated for instance that the Con- 
necticut insurance commissioner has the 
authority to designate what mortality 
tables can be used in the valuation of 


policies. The whole movement for the 
American Men’s table originated in 
Hartford. Suppose Commissioner Dun- 


ham therefore in due season announces 
that the American Men‘s table will be 
recognized as a permissive table. This 
will force the issue right to the front 
and will inject a competitive element 
into life insurance. All Connecticut 
companies using the American Men’s 
table might be debarred from valuing 
their policies under that table if licensed 
in certain states, yet the very fact that 
the insurance department had given offi- 
cial recognition to the table will be an 
impetus greatly in its favor. 

Create Political Issue 


Just now the opposition has made it- 
self felt. Secretary Blackburn of the 
American Life Convention did not hesi- 
tate to say that if this mortality table is 
put to the front it will create a politica] 
issue. The old contest between the east 
and west on preliminary term may now 
therefore be revived and the smaller 
and younger companies will rally against 
any change in mortality table carrying 
it straight to their various state capitols. 


Charter Has Lapsed 


The Drexel Mutual Life of Chicago 
has been placed on the list of retired 
assessment life companies because the 
charter lapsed by statute of limitations. 


SERVICE OF LIFE MEN 
TO THEIR ASSURED 


Some of the Ways That Trust 
Companies Can Help the 
Policyholders 


THORP GAVE STRONG TALK 


Greatest Asset of the Nation is the 
Combined Earning Power of 
Its Inhabitants 


CINCINNATI, O., Dec. 17.—The 
regular monthly meeting of the Cincin- 
nati Life Underwriters Association was 
held this week. The subject was “Life 
Insurance Trusts.” Three speakers of 











ABNER THORP 
Diamond Life Bulletins 


Editor 


national repute, A. C. Robinson, presi- 
dent Peoples Savings and Trust Com- 
pany of Pittsburgh; Leslie G. McDouall, 
assistant trust officer of the Fidelity 
Union Trust Co. of Newark, N. J., and 
Leroy A. Mershon, executive secretary 
of the trust division of the American 
Bankers Association, addressed the 
gathering on the mutual relations exist- 
ing between the life men and the trust 
companies. 


Comment by Abner Thorp 


Abner Thorp, Jr., editor of the “Dia- 
mond Life Bulletin,” introduced the sub- 
ject of comments on the relation of the 
mutual co-operation between trust offi- 
cers and life underwriters, and also 
pointed out the possibilities existing in 
Cincinnati. His first point was that 
“professional” service of agents meant 
giving expert and disinterested advice to 
policyholders and prospects. He had 
given a great deal of thought to the ad- 
vantages of trust company service in re- 
cent months and has become thoroughly 
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NASHVILLE MEN IN CONTROL 
Some Changes Made in Personnel of 
North American National—Uehling 
Still President 





OMAHA, NEB., Dec. 17.—Control of 
the stock of the North American Na- 
tional Life of Omaha has been sold to 
Rogers Caldwell of Nashville, Tenn. 
Mr. Caldwell is reported to own a con- 
trolling interest in the Cotton States 
Life and to be acquiring, through pur- 
chase; controlling interest in other life 
companies. Rogers Caldwell and Hills- 
man Taylor of Nashville and Arthur J. 
Haight of Omaha were elected directors 
to succeed Clark O’Hanlon, Hal 
Kingery and Reed O’Hanlon. Hillsman 
Taylor was elected vice-president. Fay 
J. Uehling, president; Young, 
secretary, and Dr. Frank Simon, medical 
director, continue in those offices. 

It is reported that negotiations are 
pending for the purchase of another 
western company, which might be con- 
solidated with the North American Na- 
tional, and it seems to be indicated that 
the North American National will be 
continued as at present and not moved 
elsewhere or merged with another com- 
pany. 

History of Company 

This company was originally the Ger- 
man American Life, changing its name 
in 1917 to North American Life, and 
in 1923 to the North American National 
Life. At the time the company was 
purchased by Messrs. Uehling, O’Han- 
lon, Young and Simon, the agency force 
was very ineffective, the production 
low. Aggressive administration by the 
new management resulted in a material 
increase in assets and surplus, as well 
as in production of new business. The 
company will show an increase, bring- 
ing the volume in force Dec. 31, 1925, 
to approximately $22,000,000. It will 
have written by the end of the year in 
the neighborhood of $7,500,000 in 1925 
and is licensed and operating in Arkan- 
sas, lowa, Kansas, Missouri, North Da- 
kota, Oklahoma, Oregon, Wyoming, 
Nebraska and Texas. 


Continues to Break Records 


The November paid-for business of 
the Equitable Life of Iowa totaled 
$6,022,524, the largest paid-for produc- 
tion of any November in its history. 
This figure represents a gain of $2,071,- 
234 over the paid-for business secured 
in November, 1924, a gain of 44 percent. 
This is the fifth consecutive month in 
which the paid-for business of the Equi- 
table Life of Iowa has exceeded that of 
any corresponding month in the history 
of the company. 

The five leading agencies in Novem- 
ber were Wallis & Tyson agency, Phila- 
delphia; H. S. Sutphen agency, Pitts- 
burgh; P. B. Rice agency, Harrisburg; 
J. B. Moorman agency, Cincinnati; and 
L. T. Boyd agency, Kokomo, Ind. 





Report on People’s Life 


The Indiana department recently ex- 
amined the Peoples Life of Frankfort, 
Ind. Its home office building is valued 
at $100,000. It has 672 mortgage loans 
valued at $2,687,766. The company has 
never had a foreclosure. Policy loans 
amount to $645,435; premium notes, $45,- 
588; bonds, $50,000; eash, $64,289. The 
company has three disability claims 
which calculated according to Hunter’s 
table show a liability of $6,537. The 
company is commended for being 
prompt in the settlement of all claims. 





Detroit Life’s Record 


_ On Dec, 1 the Detroit Life found that 
its new paid-for business to that date 
was $13,814,376 as compared with $11,- 
205,404 for the similar period of 1924. 
The insurance in force was $53,365,207 
— compared with $45,785,342 Dec. 1, 
1924, 











FIGURES SHOW PROGRESS MADE BY 
GROUP LIFE INSURANCE IN CANADA 








acted in Canada in 1919. It has, 
therefore, had five full years’ op- 
eration in the Dominion. The premium 
income shows the rapid progress of the 
group plan. It halts only for the period 
of deflation with the concurrent era of 
unemployment and shrinking payrolls 
of 1921 and 1922. From that on the gain 
has been satisfactory. 
Substantial progress was made in 
group insurance in Canada in 1924, in- 


Goer insurance was first trans- 


dicating the appreciation of this develop- 
ment of life insurance on the part of 
business firms. The growth of this class 
of insurance in the future promises to 
be more impressive as additional life 
insurance companies open group depart- 
ments and develop additional plans to 
meet present day business activities. 

The following table gives the facts 
about group insurance issued in Canada 
in 1919 (two months), 1920, 1921, 1922, 
1923 and 1924: 





United States Companies 























No. of No. of Lives Claims 

Year Policies Assured oun Premiums Paid 
Sere ret 81 10,298 $10,749,850 $ ee Cl + ee 
ek '2s cecie o0.0-006 229 37,938 36,648,857 518,072 $149,018 
co esepecesencoes 20 2,31 2,050,689 482,401 274,914 
Bs 9:0 2:0,¢% 0:%9:05,0% 35 3,662 3,335,293 523,145 244,173 
Dé e684s49068.06% 28 7,152 7,190,397 556,234 291,662 
Esc stst00eeenka 4 56 14,322 10,286,490 603,811 351,908 
Bs wee veces cée 449 75,585 $70,261,576 $ 2,695,293 $1,311,675 

Canadian Companies 

No. of No. of Lives Claims 

Year Policies Assured Amount Premiums Paid 
bes ceessanke eee 5 56 $ 650,700 $ > 8 8=—=‘#“$™SAAME wv t's 
BEEDoaececctceseses 73 30,895 28,226,323 134,729 $ 17,800 
aR 41 15,342 7,967,7 387,348 126,719 
cnc baae eae oo 78 10,864 7,680,700 394,968 173,657 
Dera d docdecectes 86 10,134 10,245,058 401,957 198,122 
BeBe coccectocesoes 87 8,082 9,505,544 484,427 179,497 
WEAR. cc cecccese 370 75,884 $64,276,103 $ 1,809,781 $695,795 
The following table gives the results| panies in Canada from 1919 (two 

of the operations of United States com-! months) to 1924 inclusive: 
Figures for United States Companies 
-~In Force Dec. 31, 1923-— In Force Dec. 31, 1924 

No.of Lives No.of Lives Premiums Claims 

Company Pol. Insured Amount Pol. Insured Amount’ 1919-1924 1919-1924 
Aetna Life.... 83 12,829 $14,778,075 95 3,817 $17,405,600 $ 798,713 $ 336,250 
Equitable .... 16 2,233 2,968,350 15 2,342 3,221,800 197,431 77,900 
Metropolitan . 124 16,989 20,325,656 138 18,177 22,924,170 1,003,935 482,190 
Prudential ... 1 47 47,000 4 2 2,476,400 14,552 6,500 
Travelers .... 84 13,231 14,077,469 87 13,451 14,928,674 680,642 101,322 
| ee 308 45,329 $52,216,550 339 49,084 $60,956,644 $2,695,273 $1,004,162 








TO STAGE “BEAT PAR” MONTH 





Phoenix Mutual Field Council Meets at 
Home Offce to Dis- 
cuss Plans 





HARTFORD, Dec. 16.—The field 
council of the Phoenix Mutual Life held 
a meeting at the home office here last 
week to make plans for increasing pro- 
duction during the new year and par- 
ticularly for a contest to be held in 
January to be called the “Beat Par 
Month.” 

The field council of the Phoenix Mu- 
tual is an organization of managers and 
agents which is called in by the com- 
pany whenever any important change or 
plan is about to be: adopted or consid- 
ered. The agents and managers of the 
company have an organization of their 
own and the company selects members 
of the field council from the agency or- 
ganization. The company appointments 
are then approved by the agency organ- 
ization. It is said that no important 
step would be taken by the company 
if it met with strong opposition on the 
part of the field council. 


Par Is Best Record 


The three best months of 1925 were 
averaged for each agent and the result 
taken as the par of that particular agent. 
During January he will attempt to beat 
this par record. 

Men are.to have handicaps and are 
matched against one another in groups 
of 10. There is to be competition for 
prizes within the same group. Prizes 
will be advertising material which will 
help the winner to produce more in the 
later months of the year. The Phoenix 
Mutual contests are based on paid pre- 
miums only, not on amount of produc- 
tion in thousands of insurance. 

The meetings of the field council are 
not held at regular intervals, but only 
on the call of the company. The mem- 
bers are W. W. Williamson, manager 
at Chicago; Edgar C. Niles, associate 
manager at Albany, N. Y.; Tom L. 
Landress, manager at Chattanooga, 





DEDICATES NEW HOME OFFICE 





National Reserve Life Holds Open 
House in Splendid Building Re- 
cently Completed at Topeka 





The National Reserve Life of Topeka, 
Kan., held the official opening and dedi- 
cation of its splendid new home office 
building recently, acting as hosts to 
large crowds of visitors. The 10-story 
building is planned on Gothic lines and 
was hailed in Topeka as a new model 
of beauty and efficiency. The building 
is equipped with latest appliances, in- 
cluding high speed elevators with auto- 
matic leveling devices, scientific and 
correct illumination over the entire area 
of each room, oil burning, steam heat 
controlled by thermostats in each room 
and other conveniences. Telescopes are 
| furnished on the roof garden for the 
| observation of visitors as the top of the 
| building now rivals the state house as 
an observation point in the city. The 
| Topeka “Daily Capital,” the largest 
| daily paper in the city, carried a 20- 
page special edition featuring the new 
| building and paying high tribute to 
| President George Godfrey Moore. The 
offices of the National Reserve Life are 
on the tenth floor, the lower floors 
being leased to professional and busi- 
| ness offices. 
| The National Reserve Life was or- 
ganized by President Moore and offi- 
cially launched Jan. 1, 1921. The first 
year of its existence the company wrote 
$11,633,000 of insurance. The company 
had $13,396,000 of insurance in force 
Dec. 31, 1924. 











Tenn.; C. Hugh Blair, manager at Pitts- 
burgh; L. H. Andrews, manager New 
York downtown agency; Winfield L. 
Nourse, Boston, Mass.; Robert F. 
Moody, Charlotte, N. C.; George C. 
Summy, manager at Oklahoma City; 
W. A. Kane, district manager at Geneva, 
N. Y., and W. D Bowles, manager at 





Des Moines Ia. 





SUIT MAY BE BROUGHT 


TEST FORFEITURE STATUTE 





Kansas Law That Has Caused Mud 
Confusion May Now Get 
Into the Courts 





TOPEKA, KAN., Dec. 17.—Superin. 
tendent Baker has refused to make ; 
ruling on a claim involving the Kansa 
forfeiture statute and has advised th 
bringing of suit to determine the exac 
meaning of the new law. Kansas ha 
had the forfeiture statute relating to the 
cancellation of life insurance policies fo 
non-payment of premium for man 
years. Some years ago the supreme 
court ruled that the notice of forfeiture 
could not be sent out until the grace 
period had expired. 


Different Methods Used 


Then it was found that companies were 
not on an equal footing, as some provided 
for grace periods and some did not. & 
an amendment was made by the 192) 
legislature. Under the old law a con- 
pany without a grace period could serv 
notice of forfeiture the day after the 
premium was due and unpaid, while a 
company with a grace period in the pol- 
icy would have to wait until the grace 
had expired before it could serve the 
notice. 

In the statements before the legis- 
lature last winter it was declared that 
the change in the law was needed s 
that all companies could serve notice 
of forfeiture the day the premium was 
due and the policy would be canceled 
at the end of 30 days, regardless of 
whether or not there was a grace period 
provided in the policy. If there was a 
grace period, the forfeiture would come 
at the end of that period. 

But it seems that some companies 
which do not allow grace periods have 
been sending out forfeiture notices be- 
fore the premium was due, and it was 
on one of these policies that the ex 
pected lawsuit will be brought. 


Company Declined to Pay 


The premium was due Sept. 12. But 
on Aug. 25 the company gave the 30 
days’ notice of forfeiture. This was 
nearly three weeks ahead of the pre- 
mium due date. The holder died shortly 
after the premium was due and the bene- 
ficiary asked for the face of the policy. 
The company declined to pay the claim 
on the ground that the policy had been 
forfeited. 

The suit will determine an important 
point in the law. Several times attor- 
neys for the life companies have dis- 
cussed bringing a test suit on the ques 
tion, but no satisfactory method has been 
found to do this. But the claim which 
the department has just refused to han- 
dle affords the opportunity, and Mr 
Baker has advised the beneficiaries 
under the policy to file a suit to enforce 
their claim for collection. 


To Issue Trust Bulletin 


The committee on insurance trusts 0 
the trust company division of the Amer: 
ican Bankers Association at a speci@ 
meeting held in St. Louis last week 1 
conjunction with the Mid-Continent 
Fiduciary Conference of the Americal 
Bankers Association, perfected arrans* 
ments for the issuance of another inser 
ance trust bulletin. The new bu let 
will be along the same general lines - 
the two previous bulletins on the = 
subject. Judge . C, Henning. ed 
president of the Mercantile Trust - : 
pany of St. Louis, chairman ot th 
committee, also stated there will in 
come from the press a book prepared a 
the committee entitled “Creating a 
Conserving Estates.” This volume vt 
stress the importance of purchasing eal 
ficient insurance to protect the pny ag 
estate from disintegration by Prove 
sufficient cash to meet inheritance cy of 
and other expenses incident to dea 
the creator of the estate. 
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ESTATE CREATION AND 
CONSERVATION TREATED 


Trust Officer of Newark, N. J., 
Tells of the Function of Life 
Insurance 





HE TALKS AT CINCINNATI 


Human Values Cannot Be Appraised 
in the Same Way That Prosperity 
Can 


CINCINNATI, O., Dec. 17.—No 
more interesting speech could have been 
made than that delivered before the 
Cincinnati Life Underwriters Associa- 
tion and their guests, the bankers of 
the community, by Leslie G. McDouall, 
assistant trust officer of the Fidelity 
Union Trust Co. of Newark, N. J. He 
fully lived up to the reputation given to 
him later by Leroy A. Mershon, execu- 
tive secretary of the trust division of 
the American Bankers Association, who 
termed him the “boy orator” of that 
body. From the viewpoint of the life in- 
surance men, the address was unique in 
that it was really a life insurance so- 
licitation such as they themselves often 
employ, but its vigor and clear view- 
points made it an inspiration. Through- 
out the talk, the points of contact where 
trust company services were advantage- 
ous were emphasized. The bulk of the 
address was made in conjunction with 
stereopticon slides showing charts and 
cartoons which made it more than 
doubly effective. 


Estate Creation and Conservation 


Mr. McDouall divided his remarks in- 
to two general subjects, first, the cre- 
ation of estates, and, second, their con- 
servation. He also told of his slogan 
that an estate provides “money but not 
money management.” In his own work, 
he emplovs this terse phrase with great 
effect. His relations with insurance men 
in Newark are said to be of the most 
cordial and intimate character, he having 
been responsible for the sale of large 
quantities of life insurance including ap- 
proximately a half million on the lives 
of his associates. The mutual connec- 
tions which exist in his own community 
have been of genuine value in the build- 
ing up of the solidity of its financial 
structure already, and the future will 
Prove many times the value of his vision. 
“a _atudy of Property values, being 
ae e, is subject to appraisal and 
ibe: y human values, being intang- 
te 4 onsiating of character, judg- 
ps re other qualities, cannot be ap- 
ea The loss, however, is present 
wed meelty greater than any property 
— e quoted Dr. Huebner that the 

tan value is six to eight times prop- 


erty value F : 

bi wate. He cited, as an instance of 

a mae a doctor’s practice could 
ely be sold for as much as one 


year’s income. 


Two Ways te Create Estates 


Pr McDouall’s charts showed that 
ane were two methods of creating an 
state. The first was by slowly build- 


pid accumulation of savings, a pro- 
velop at pecesnaetiy took years to de- 
heer esi e second was to insure, a 
white mncipal being created at once, 
a _ Savings necessary under the 
fund oes ae applied to maintain the 
the ‘ees established. He developed 
ena a ~an’s earning capacity 
"a ‘a . the age of about 55 or 60, 
oa atter that his income would 
vm bate pn in part from what had 

ad a ed up before. If the substance 
ot been stored the individual would 


ave no re ° ° 
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EXPERIENCE IS NORMAL 
A. & H. VOLUME INCREASED 


No Catastrophes Have Occurred This 
Year So Far as Insurance Com- 
panies Are Concerned 


NEW YORK, Dec. 16.—When final 
returns for 1925 are tabulated it is not 
anticipated that the loss experience on 
accident and health insurance will differ 
materially from that of last year. Busi- 
ness has been running along normal 
channels, the volume showing a healthy 
but by no means a sensational increase. 
There have been no catastrophes, the 
various railroad and steamship wrecks 
reported since Jan. 1 failing to produce 
claims to anything like the extent it was 
feared might be the case when news 
of their happening was first reported. 
Veteran underwriters point out that the 
yearly experience upon health business 
does not furnish a sufficient basis upon 
which to predicate rates, holding that a 
five-year period is none too long to af- 
ford a safe average. To meet this con- 
dition, conservative managers aver, a 
reserve with which to meet contingencies 
should be maintained on health business, 
to be drawn on in case of an epidemic 
of illness, as experienced in 1918 and 
again though to a lesser degree in 1922. 


Want Salaried Men 


Policies for large amounts are still 
looked upon askance by the great ma- 
jority of the accident and health writing 
companies, whose constant advice to 
their respective field staffs is to hunt for 
prospects among men of modest means, 
rather than among those of superior po- 
sition and better financial standing. In 
cases of accidental injury or illness, the 
small salaried man, experience has dem- 
onstrated, is eager to return to his post 
as quickly as possible, fearful that pro- 
longed absence may jeopardize his job, 
whereas his wealthier neighbor can af- 
ford an extended absence and is not 
averse to taking a vacation, particularly 
when he is in receipt of a substantial 
weeklv check from a disability writing 
company. 


can render is to take charge of the pay- 
ment of insurance premiums. A _ block 
of securities is turned over to it and 
the income is used to meet the premi- 
ums. The net result of this management 
is that the block of securities is immed- 
iately converted into an estate several 
times its original value. 

Analyses of estates of various sizes 
show that life insurance is at absolute 
necessity. In the small estates, readv 
cash is ordinarily a large percentage of 
the total. But in estates of from $50,- 
000 up, available cash has been found 
actual experience to be but a negligable 
item. Yet estates of considerable size 
are certain to depreciate materially. A 
man having an estate of $100,000 is only 
fooling himself if he believes it will re- 
main of the same value after his death. 


Depreciation of Estates 


Furthermore. if he does consider 
the depreciation, he too often visualizes 
it as a slice from a pie. But this is 
never the case. The loss is taken di- 
rectly from the heart of the estate. from 
the most secure item of which it is con- 
stituted and the eventual residue is not 
going to resemble even remotely the 
colid structure its creator reared. Still. 
it is on this shell that the family must 
denend for its future welfare! 

It is life insurance that is the readv 
instrument to stabilize an estate. It 
keeps the whole intact against the in- 
rocds of debts and taxes. In this work 
of conservation the trust companies 
working together with the citizens of 
the communitv and with the life under- 
~riters assist far bevond any reward of 
their own its immediate as well as its 
eventual prosperity. 





IN NEBRASKA SUPREME COURT 


Question Whether Disability Clause in 
Life Policy Is Accident Coverage 
to Be Decided 


LINCOLN, NEB., Dec. 16.—Whether 
the total and permanent disability pro- 


vision now included in many life policies | 


means exactly what it says or whether 
it shall be construed as though it were 
a health and accident policy is a ques- 
tion just submitted to the Nebraska 
supreme court. The case was appealed 
from the Dawes county district court 


by the Northwestern National and be- | 


of supreme and vital importance to 
companies, the case was advanced two 
years ahead of its turn in line. 

In this case Volney C. Eastep, a 


.cause of attorneys’ insistence that it was | 


Montana farmer, took out a $5,000 policy 


usual settlements 


He 


which contained the 
for total and permanent disability. 


suffered a broken leg that became in- | 


fected and had to be amputated. This 
ended his carer as a farmer, and 
started a shoe repair shop in Chadron. 
The lower court, because of the fact 
that for a period of time he was totally 
and permanently disabled, gave him 
judgment for $2,000. He also appealed, 
asking for the $5,000. 


he | 


| pro 


| will 


Counsel for the company said that if | 
this principle were to be applied, then | 


a person who was laid flat with pneu- 


monia for a month was totally and per- | 


manently disabled for a time, and it 
would be true also of any other illness 
that temporarily totally disabled a 
policyholder. That is health and acci- 
dent, not life insurance, he said, and in- 
sisted that what the life company in- 
sures against is both total and per- 
manent disability. In this case Eastep 
is better off, financially, running a shoe 
repair shop than running a tarm in 
Montana, and it was not against any 
loss in earning ability that he was in- 
sured. 

Chief Justice Morrissey was inclined 
to question this proposition. He asked 
what the company would say if a policy- 
holder lost both eyes and yet was able 
to make a sort of a living selling lead 
pencils on the streets. Mr. Horan said 
that this possibility was covered by the 
policy, and insurance against it included. 
The chief justice then asked what would 
be the answer if a man were paralyzed 
on one side and yet was able to make 
a living of one sort or another. Mr. 
Horan declined to admit the possibility. 
The case was taken under advisement. 


and in the usual course of time will 
be decided in the next month or six 
weeks. 


BACKING INSURANCE DISPLAY 


Clegg Reports Many Companies Co- 
operating in Plans for Sesqui- 
Centennial 


PHILADELPHIA, Dec. 
William Clegg, former president of the 
National Association of Life Under- 
writers, and chairman of the local com- 
mittee which is pushing the life insur- 
ance display at the Sesqui-Centennial 
here next year, says life insurance heads 
are replying with definite promises to 
back the life insurance display as 
planned. 

Mr. Clegg announces that there will 
be life insurance displays by the Metro- 
politan, Prudential, Penn Mutual, Trav- 
elers, Aetna, Fidelity Mutual. Provident 
Mutual and Mutual Life of New York. 
These, however, constitute only a starter 
for the insurance exhibition. Pledges 
of support are coming in regularly to 
Mr. Clege’s office. 

This far-reaching display is planned 
to be the most elaborate demonstration 
of the worth of life insurance that the 
world has ever known. 











OBJECT TO TRANSFER 


Court Action Is Started Against 
the Directors of Illinois 
Bankers’ Life 


APPLY FOR A RECEIVER 


Declare That Policyholders of Assess- 
ment Company Will Get Worst 
End of the Bargain 


PEORIA, ILL., Dec. 17.—Eleven St. 
Louis policyholders of the Illinois Bank- 
ers’ Life of Monmouth, IIL, filed a peti- 
tion federal court here for the ap- 
pointment of a receiver. 

Through their attorneys, Hill & Eng- 
land of St. Louis, they allege a con- 
spiracy of the five directors to deliver 
the assets of present assessment com- 
pany, in which each policyholder has a 
rata interest, to an old line com- 
pany of which the directors have made 
themselves sole owners. The transfer 
amount to a confiscation of the 
assets, it is alleged. 

Has 70,000 Policyholders 

The Illinois Bankers’ Life has 70,000 
policyholders in 18 states, including 600 
in St. Louis, outstanding insurance 
totaling $116,000,000, assets of more 
than $5,000,000 and a surplus reserve ot 


in 


$4,836,000. Its headquarters are at Mon- 
mouth, IIl. 
Directors of the Company 
The directors named are W. H. 
Woods, J. R. Ebersole, R. M. Work, 
F. M. Hallam and A. T. Sawyer. The 
complaining policyholders assert that 


these men recently have organized an 
old-line insurance company to be known 
as the Illinois Bankers’ Life Assurance 
Co., with a capital stock of $100,000 and 
surplus of $50,000 and are its sole own- 
ers. 
As directors of the old company, these 
men are proposing to the policyholders 
a plan of reinsurance in the new com- 
pany which they own and have fixed 
Dec. 30 as a date for voting on the pro- 
posal. Meanwhile the petitioners say 
they are engaged in seeking proxies 
which will enable them to muster the 
necessary two-thirds vote to make the 
transfer. effective. 
Two Alternative Plans 


The St. Louis policyholders allege 
that the plan under which it is proposed 
to supplant the present company with 
the new gives them two alternatives: 

1. To accept reinsurance under un- 


| disclosed terms at unnamed rates to be 


| fixed from time to time by the five own- 
lers of the new company, or 


16.—John | 





See Much Higher Rates 


2 To retain their present policies 
under adverse conditions, in that their 
interests would be handled by the five 
men whose interest now is adverse to 
maintaining the old policies in force. 


| Every time a policyholder accepts rein- 


surance, the petition states, the trustees 
of the assets of the old company purpose 
to take an amount fixed by them as 
representing the policyholder’s share of 
the assets of the old company and trans- 
fer it to the new. This would result, 
the petition asserts, in policyholders 
who are physically able taking insurance 
elsewhere, leaving only those members 
who are uninsurable elsewhere. This, in 
turn, would result in intolerably high 
rates. 
Charges Against Directors 


It further is declared that the direct- 
ors have received an offer of a large 


'sum of money to be paid to them per- 
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sonally if they succeed in getting con- 
trol of the assets of the company as 
they now propose, and that the organ- 
ization of the new company is a plan 
to deliver the assets to the parties mak- 
ing the offer of the large sums. 


Objections Made to Department 


The St. Louis policyholders further 
allege that numerous objections have 
been presented to the director of trade 
and commerce of Illinois against the 
proposed transfer of assets, but that the 
director has given tentative approval of 
the plan, thus forcing the objectors to 
court. 

Still further, the petitioners declare 
that the directors are paying themselves 
salaries of $18,000 a year, which are 
complained against as exorbitant, and 
that recently they conveyed to the in- 
surance company an office building in 
Monmouth which some or all of them 
owned, at a sum greatly in excess of its 
value. 

Annual Meeting Not Called 


It is alleged also that, so confident 
are the directors that they could get 
enough proxies to put over their plan, 
that they have failed to call the annual 
meeting of the insurance company for 
January as required by the company’s 
by-laws. 

The plaintiffs ask for the removal of 
the directors as well as the appointment 
of a receiver. 

The St. Louis plaintiffs are W. H. 
Farris, Shirley Smith, John B. Dunn, 
Wayne Wright, W. F. Bradshaw, Clara 
Bradshaw, John R. Glenn, Georgia P. 
Glenn, Mrs. Mattie Hawkins, Thaddeus 
L. Mudd and Donald Foster. They 
hold policies in the company totaling 
$25,500. 

A hearing will be held at Springfield 
Saturday on the motion for appointment 
of a temporary receiver. 


ARGUE WISCONSIN TAX CASE 





Status of Income from Tax Exempt 
Securities at Issue in Northwestern 
Mutual Suit 





MADISON, WIS., Dec. 17.—The 
question whether income from tax ex- 
empt securities should be included in 
computing the annual license fee, or 
privilege tax, exacted from insurance 
companies, was submitted to the Wis- 
consin supreme court last week. A de- 
cision is expected about Jan. 10. 

The court heard arguments in the ap- 
peal of the Northwestern Mutual Life 
from a decision by Judge Stevens of 
Dane county, holding that income from 
tax exempt securities should be included. 
Two cases, involving more than $300,000 
paid to the state under protest, are 
joined in the action. . 

The company argued that the lower 
court erred in holding that the 3 percent 
gross income license fee tax imposed by 
state law was not a tax upon property 
and that it did not burden the United 
States in the exercise of its borrowing 
power. It was also argued that the fee 
was a burden upon interstate commerce 
and therefore was void under the con- 
stitution. 

The state contended that the lower 
court was right when it declared that 
the license fee is a tax paid for the 
privilege of doing business and is not a 
tax upon property, and that it imposes 
no burden upon tax exempt securities, 
but simply uses the income from these 
securities as a means of measuring the 
amount of the license fee or privilege 
tax. 


Big Increase in Group Business 


The Connecticut General’s issued life 
and group business in November ran 
over 85 percent ahead of the correspond- 
ing period last year. Group and em- 
ployes’ insurance showed a gain of 
more than 100 percent over November, 
1924, More employers applied for salary 
savings insurance than in any previous 
month, and applications for about $1,- 
800,000 insurance on this plan were re- 
ceived. 





COMPANIES’ DIVIDEND PLANS FOR 1926 








HE Acacia Mutual adopted a new 

scheduie of dividends Aug. 1, 1925, 

which will run until Aug. 1, 1926. 
The schedule now shows approximately 
a 20 percent increase over that used 
prior to Aug. 1. 

The Aetna Life will begin a new 
schedule Jan. 1, and will increase the 
scale of dividends for 1926. The new 
schedule will show a big increase at 
younger ages and an increase of the 
older ages of about 20 percent. The 
net cost on the Aetna Life participating 
policies will be much lower than here- 
tofore. 

The Central Life of Illinois has in- 
creased its 1926 dividends for all ages 
and kinds of policies which will, of 
course, reduce the net cost accordingly. 


Pays Excess Interest 


The American Central Life, Minne- 
apolis, has made the payment of excess 
interest on installment claims retroactive. 
Rate of interest declared for the cal- 
ender year 1925 was 434 percent, 3% 
percent being guaranteed under the 
terms of the contract. All of the Amer- 
ican Central Life policies are nonpartici- 
pating with the exception of this pro- 
vision. The company has also issued a 
new disability clause, liberalizing the 
benefits therein. The new clause pro- 
vides that total disability which has ex- 
isted for six months, even though it 
may not be presumably permanent, will 
entitle the claimant to the benefit. This 
provision was not in the old clause. The 
new clause also provides that the 
monthly income begins upon approval 
of the disability claims, instead of six 
months after the receipt of proof of 
disability, as provided in the old clause. 
These two liberal provisions have also 
been made retroactive, applying to all 
monthly income disability benefits, irre- 
spective of date of issue. The company 
issues the monthly income disability 
benefit also on term policies and pro- 
vides that the term policy may be con- 
verted to ordinary life after the dis- 
ability benefits have become operative. 


Will Increase Scale 


The Sun Life of Canada has already 
announced that it will increase its scale 
of dividends for 1926. There has been 
an increase in this company’s schedule 
for the past five years. 

The Baltimore Life will continue its 
1925 schedule throughout 1926. 

The Cedar Rapids Life will continue 
the same dividend schedule for 1926. 

The Columbia Life of Cincinnati will 
continue the same dividend schedule for 
1926. 

The Columbia Life of Omaha will con- 

tinue the same schedule which is in 
force at the present time. The dividend 
year begins Feb. 1. 
The Columbus Mutual Life does not 
contemplate any change in dividend 
schedule for 1925, but it is expected 
that a schedule will be adopted, begin- 
ning Jan. 1, 1927, making the dividend 
year start Jan. 1, instead of April. 


Has Not Decided on Scale 


The Continental Life of St. Louis re- 
ports its dividend schedule for 1926 has 
not yet been decided on and the scale 
will probably not be changed until some 
time in March, as the company waits 
until the annual statement is completed 
in order to decide how much dividends 
to pay the following year. It is prob- 
able that there will be a slight increase 
in dividends. 

The Federal Life of Chicago advises 
that it has been decided that during 
1926 dividends on participating policies 
will be paid on the same scale as that 
used for the calendar year 1925. 

The George Washington Life will 
continue its 1925 schedule in 1926. This 
schedule has been in effect since 1917. 
The Girard Life will show an in- 
crease in the 1926 dividends about 10 
percent over those of 1925. 





The Guardian Life will make a liberal 


increase in the dividend schedule, the 
aggregate amounting to about 103% per- 
cent over what was paid in 1925. 


Will Continue Schedules 


The Indianapolis Life will continue 
the same schedule in 1926 as paid in 
1925. 

The International Life of St. Louis 
will increase its 1926 schedule over that 
of 1925. 

The International Life & Trust of Mo- 
line, Ill., will continue its 1925 schedule 
in 1926. 

The Jefferson Standard Life will also 
continue its 1925 schedule in 1926. 

The Manufacturers Life of Toronto 
will make a slight increase in its 1926 
schedule of dividends. 

New dividends on the Massachusetts 
Mutual Life will be ready in January. 
Announcement has been made earlier in 
the year as to the increase that will be 
made by this company. 

The Mutual Life of Illinois expects to 
make an increase in dividends, although 
no action has been taken as yet. 

The National Life of Vermont will 
continue its 1925 schedule in 1926. 

The National Savings Life of Wichita, 
Kan., will continue its 1925 schedule in 
1926. 

Increase Was Announced 


The Northwestern Mutual Life has 
already announced an increase in divi- 
dends for 1926 which amounts to 6%0 
percent over that of 1925 as an average. 

The Northwestern Union Life will 
increase its 1926 dividend 10 percent over 
that of 1925. 

The Reliance Life will 
1926 dividends over 1925. 

The Scranton Life of Pennsylvania 
will continue its 1925 schedule in 1926. 

The Security Mutual Life of Lincoln, 
Neb., will also continue its schedule in 
1926. 

The State Life has announced that it 
will continue its 1925 dividend schedule 
throughout 1926. 

The State Mutual Life will continue 
its 1925 dividend schedule in 1926. 

The Union Central will continue its 
1925 dividend schedule in 1926. 


Has Announced Increase 


The Berkshire Life has already an- 
nounced an increase in dividends. 

The John Hancock Mutual also made 
an increase in dividends which were pub- 
lished earlier in the year. 

The Home Life of New York has 
announced an increase in dividends for 
the first three months equivalent to a 
19 percent extra dividend over their 
1625 scale. This schedule will probably 
be affirmed by the board of directors 
so that it will be continued the latter 
nine months. 

The Minnesota Mutual Life will make 
no change in its 1926 dividend for the 
year beginning Sept. 1, 1925. 

The Bankers Life of Iowa has not 
decided on its 1926 dividend schedule, 
and it is expected that there will not be 
a change. 

The Mutual Benefit increased its 1926 
dividends over 1925 about 19 percent. 
This schedule was announced some time 
ago. 

eThe New York Life announced an in- 
crease in 1926 dividends. 

The Ohio State Life will not change 
the 1926 dividends. 

The Provident Mutual some time ago 
announced an increase in 1926 dividends. 

The International Life of St. Louis 
has prepared a new dividend schedule 
for 1926, effective Nov. 1, 1925, to re- 
main in force twelve months. The new 
schedule shows very material increases 
over the old list. 

The Agricultural Life of Michigan has 
just announced that there will be no 
change in its 1926 dividends from the 
1925 scale. 

The Atlantic Life of Richmond, Va., 


increase its 





states that it is contemplating making 
an increase over the present schedule in 
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Union Trust Company Enlists Interey 
of Detroit High School Pupils 
* in Life Insurance 















Launching its third annual scholarship 
essay contest, this year on the subject 
“The Advantages of Life Insurance” 
the Union Trust Company of Detroi 
entertained upwards of 500 guests at 2 
dinner meeting recently. Those presey 
included the heads of all Detroit insyr. 
ance agencies, high officials in the jp. 
surance world, and senior class pres 
dents, principals, superintendents an( 
editors of 130 high schools in and nea 
Detroit. This contest is unique for, 
far as is known, no similar program ty 
educate the public to the value of lif 
insurance has ever been attempted by 
any trust company. Five scholarship; 
of $1,000 each will be awarded to thos 
submitting the five best essays, which 
are limited to 2,000 words. Winners 
may select any standard college in this 
country. Three prominent citizens of 
Michigan will act as judges. 

“We chose the subject of life insur. 
ance on account of its great economic 
and social value. Not a day passes but 
what we observe in our offices the good 
that life insurance is doing for ow 
friends, the public. So firmly do we 
believe in it that we have just emblaz- 
oned on large poster boards located a 
strategic points about the city the words, 
‘We believe in life insurance,’” said 
President Frank W. Blair in comment- 
ing on the contest. 

Cooperate With Contest 


_ School officials and librarians are aid- 
ing in many ways. A bibliography has 
been prepared by the Detroit public 
library and a copy is being furnished to 
each contestant. It contains over 350 
references on the subject of life insur- 
ance. School principals have arranged 
speaking engagements before senior 
classes for a representative of the trust 
company to outline the plan and pur- 
pose of the contest. Literature and 
bulletins are being distributed by senior 
class presidents. Articles concerning the 
contest are being carried in high school 
papers. The Detroit Life Underwriters 
are assembling reference books contain- 
ing scores of life insurance booklets and 
will furnish one to each high school. 

Frank L. Jones, president National 
Association of Life Underwriters; Wins- 
low Russell, vice-president Phoenix 
Mutual Life; Edwin L. Miller, assistant 
superintendent Detroit public schools, 
and John A. Reynolds, assistant vice- 
president Union Trust Company, wert 
the principal speakers. An insurance 
film, “It Might Happen to You,” re 
ceived much applause. 

The Union Trust Company reports 
that from present indications there wil 
be in the neighborhood of 1,000 students 
take part in the contest. All seniors in 
both public and parochial high schools 
in Detroit and its environs are eligible. 



























































































the dividends payable April 1, 1926 and 
after. 3 

The Prudential announces that div- 
dends for 1926 will remain the same 4 
in 1925. 

The Register Life of Iowa will con- 
tinue the same schedule of dividends 45 
paid in 1925. 

















New Term Conversion Record 


A term conversion campaign recently 
conducted by the Connecticut General 
broke all previous records in number 0 
policies and amount of insurance Com 
verted. Final figures showed a 74 Pe 
cent increase over the average month's 
conversions. 














er, president of the Royal 


A. C, Tuck . 
Union Life of Des Moines, had as hr 
last week Atlee Pomerene, former Unites 
States senator from Ohio, who is a stoe 










holder in the Royal Union. 
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The Agents’ New 


Dignity 


HE agency system, of which we have just 

been reminded, has greatly changed. The 

agent of 40 or 50 years ago was often a man 
who had failed in other business. Gradually 
the general agency business grew up. Compe- 
tent men had general offices and were in close 
touch with the management of the companies; 
they employed sub-agents, appointed, edu- 
cated, helped and dismissed. The general 
agents were important people in the commu- 
nity and kept in touch not only with their 
home offices but with their policyholders. 
There are quite a number of these remaining 
in the different companies; but, as a system, it 
is passing. The former sub-agents are now 
agents. * * * * [ suppose one result of the 
change has been to add to the dignity and im- 
portance of the individual agent. Many com- 
panies do not employ part-time agents. 
insurance agency is becoming a profession. 
* * * * Company loyalty is now the rule. 
The old days of “twisting” of agents are over. 
It was the Industrial insurance companies 
which set the right example and showed not 
only the wrong but the inexpediency of the 
practice of stealing agerts from _ rivals. 
* * * * Tt is all to the good to the compa- 
nies, to the public, to themselves, that a life 
insurance agent is a self-respecting, profes- 
sional man who has at heart loyalty to his 
company and fidelity to the insured. 





From an address by Haley Fiske, President 
of the Metropolitan Life Insurance Company, be- 
fore the Annual Meeting of the Association of 
Life Insurance Presidents, December 4, 1925. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue, New York City 
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MENACE OF TAXATION 


TO LIFE INSURANCE 


William H. Davis of Pacific Mu- 
tual Gives Address on 
Subject 


NEED ETERNAL VIGILANCE 


Tells Presidents’ Association Dangers 


to Policyholders From Burdens 
Levied on Companies 


William H. Davis, vice-president and 
general counsel of the Pacific Mutual 
Life, spoke at the annual convention 


in New York of the Association of Life | 


Insurance Presidents on the everpresent 
danger of taxation. His address, ex- 
tracts of which follow, was a splendid 
study of the menace of increased bur- 
dens on policyholders from this source: 

“The primary purpose of life insur- 


ance, the accomplishment of its sociolog- | 


ical function, is too well known, if not 


obvious, to require exposition here. Suf- | 


fice it to say that it is based on a sci- 
entific plan whereby the emergencies, 
needs and oftentimes poverty created 
by death may be met, and, at the same 
time, the responsibility of the govern- 
ment to care for the dependents of de- 
ceased persons be proportionately les- 
sened. But in the face of this aid, the 
burdens of taxation imposed by both 
federal and state governments not only 
have not been lessened, but on the con- 
trary have been increasing year by year. 
This means that the generous, the provi- 
dent and the foresighted, those who seek 
to relieve their families of the charity 
of governments are by these same gov- 
ernments penalized for these purposes 
with excessively heavy taxation. 
Companies Merely Trustees 


“The $11,500,000,000 of assets of the 
companies today represent the principal 
accumulations of myriads of policyhold- 
ers, laid by in great part as their only 
provision for the support of old age and 
the protection of dependents. The com- 
panies are merely trustees, charged with 
the proper administration of this sacred 
fund. So far as they are concerned, the 
be-all and end-all of life insurance is 
the interest of policyholders. 

“In an address at a recent agency 
convention of one of our greatest life 
insurance companies, President Coolidge, 
then vice-president, characterized the 
civic value of life insurance, as follows: 
‘Insurance is the modern method by 
which men make the uncertain certain, 
and the unequal equal. It is the means 
by which success is almost guaranteed. 
It is part charity and part business, but 
all common-sense. Through its opera- 
tion the strong contribute to the sup- 


port of the weak, and the weak secure, | 
not by favor but by right, duly pur- | 


chased and paid for, the support of the 
strong. Every insurance policy is a 
declaration of independence, a charter 
of economic freedom. He who holds 
one has overcome adversity.’ 


Must Consider Taxes 


“In figuring out how any commodity 
can be put on the market or how any 
business can be successfully conducted, 
the cost of production and the cost of 
overhead and management must be de- 
termined. 
and it must be emphasized that one of 
the important factors entering into the 


fixing of the premium rate is taxation | 


not only as it exists at the time the 
rate is fixed, but also consideration must 
be given to what the future holds out in 
this respect. 
of years or for life for a certain serv- 
ice at a fixed price. We cannot, if ad- 
verse contingencies arise, change the 
consideration to a higher figure, but we 


So it is with our business, | 


We contract for a period | 


can and we do, if we over-estimate ¢ 
penses, reduce the charge stipulated. 


No Average of Taxation 


“Everything that science and skill ay 
experience can devise to make life ;, 
surance sure, and everything that 29 
and enterprise can suggest to spread x 
benefits, is being done by the officg 
and agents of the life insurance comp, 
nies of these United States. The |y 
of averages has been invoked, and 4 
operation studied, and applied to eve 
known hazard. Every risk that cou 
be foreseen has been considered and pp. 
vision made therefor. One contingeng 
encountered, and only one, yields » 
obedience to natural law. The mena 
of taxation knows not the law of » 
erages. It is the fickle creature of le 
islative whim, arbitrarily imposed aq 
wholly beyond the power of either ma. 
agerial skill to control or actuarial fy. 
mulae to distribute. The menace ¢ 
taxation to life insurance lies not in lik 
| insurance being taxed like other bus. 
| nesses or interests, but in the specid 
| taxes by which it is singled out as a 
| easy source of revenue, with the mis 
boy notion that the companies, ne 





the policyholders, pay such taxes in sup 
posed extenuation. 
Reserves Were Attractive 


“Agents, officials, governments, pe 
icyholders, legislators have been im 
portuned to see that this subject, s 
vitally affecting this business of oun 
receives proper attention, to the ultimat 
end that the basis of taxation be jus 
| that it be uniform and free of complice 
tions. Without attempting to go to 
deeply into the history of life insurance 
taxation I will say that in the earl 
days of American life insurance, ther 
Was no special tax on its operations o 
processes. 

“As business increased, reserves aw 
surpluses accumulated until the eyes o 
the tax-making powers were attracted 
Then began practical illustrations of tax- 
ing where wealth has accumulated ané 
along the line of least resistance unt! 
today we have a condition confronting 
us; established by custom largely, an¢ 
not based on a scientific or equitable 
foundation, and customs are difficult to 
overcome. That premiums paid for lile 
insurance constitute a voluntary tat 
was rightly declared by Charles Sumner 
in an argument on a Civil War revenue 
bill in the United States Senate. Why, 
then, should those whom thrift and fore- 
sight move to tax themselves, to the end 
that the government may not be forced 
to levy taxes for the maintenance 0 
their dependents, be penalized by further 
taxation? 

Many Taxes Levied 


“Purchasers of life insurance, howevel, 
see their premiums taxed at varying 
rates in different jurisdictions through 
the company in which they have taken 
out their insurance; see the compat 
also taxed by the federal government! 
not upon a premium basis but upon é 
basis of investment income; see the 
company charged by the state (and by 
some municipalities) with fees, licenses 
and other occupational charges and wit! 
what result? An increase in the cost 0 
Linsurance. This we all know, but the 
force of it and its effect we cannot see” 
to bring home to those who are mos 
vitally concerned, the policyholders 
themselves. They are not impressed w 
the point of affirmative action with the 
fact that taxation is a vital eleme® 
which has a pronounced effect upon the 
fabric of the institution itself as well # 
upon the individual policyholder. This 
apathy may be the result of the gener 
economic conditions existing here at ™ 

present time. : M 

“The universal exemption of fraterna! 
| beneficiary societies and assessment #* 
sociations from the premium tax }5 ® 
recognition by the states in principle © 





° e tv 
| the claim of life insurance to poy! 
| from special taxation. The fact ‘ 

any tax 0 


four states do not impose F 
| the premiums of foreign insurance com 
panies, except perhaps under retaliaton 
| statutes; and that until recent years a 
| other states had never imposed this ™ 


| 
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is further recognition of this principle. 
Twenty-one states have never imposed 
the premium tax on their domestic life 
insurance companies. Seven states ap- 
ply a discriminatory rate in favor of 
domestic companies. Fourteen states 
have relieved their domestic companies 
from the personal property tax. 


Taxes Fourth eof Dividends 


“The sum total of insurance taxes paid 
by the life insurance companies to state 
and federal governments, in 1925, con- 
servatively estimated, will exceed $55,- 
000,000. This terrific tax will equal not 
less than one-quarter of the total sav- 
ings in the cost of insurance which the 
companies will distribute to their policy- 
holders during the year. It goes without 
saying that, but for this burden, the 
dividends or refunds made to participat- 
ing policyholders by the companies 
would be 25 percent peed than is now 
possible. In terms of added protection, 
the amount of policyholders’ money thus 
diverted from its intended use would 
purchase annually increasing amounts of 
paid-up insurance or pay the annual pre- 
miums for a vast amount of insurance 
on other plans, as the insured might 
elect. For 1925, the tax represents, on 
the basis of the average age of present 
policyholders, $110,000,000 of paid-up in- 
surance, or $1,500,000 of ordinary in- 
surance on thé whole life plan. It is, 
therefore, easy for policyholders to meas- 


‘ure this tax in terms of their own ex- 


perience, if they will but give the sub- 
ject brief attention. 
Tax on Net Income 


“One is almost appalled to find that a 
tax of 1 percent on net premiums re- 
ceived amounts to a net income tax of 
more than 25 percent; and that a tax 
of 1.73 percent which was the rate for 
1919 on net premiums, equals a tax of 
43.82 percent on net income. When we 
recall that the maximum rate charged 
corporations under any state income tax 
law is 7 percent, and realize that the 
minimum tax on life insurance for anv 
year of the period was more than six 
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times that rate, it clearly seems im- 
perative, not-only to call a halt in the 
devastating process of our taxation, but, 
is all fairness, even to reduce the bur- 
en. 
Heavier Taxes Unnecessary 

“The significance of the parallel to 
which attention has been drawn, be- 
tween the increase in state revenues and 
the increase in the real basis of the tax 
on insurance, viz., the net premiums re- 


ceived by the companies, is this: The 
contributions derivable by the states 
from life insurance keep pace auto- 


matically with the utmost demands of 
the states for revenue. without recourse 
to the process of imposing new taxes or 
increasing the ratio of present exactions. 
In other words, while the aim of life 
insurance and the purpose of its ex- 
ponents is to increase the life insurance 
protection of the public, a necessary in- 
cident to the process is a correspond- 
ingly large annual increase in the taxes 
contributed by it to the support of gov- 
ernment. A realization of this fact by 
state tax officials and legislators ought 
not only to preclude further increases 
in prevailing tax rates but also to prove 
a powerful argument .for their gradual 
reduction. 

“Of the six income tax acts passed in 
the past 10 years, four (two each in 
Massachusetts and West Virginia) were 
emergency measures, and have already 
either expired or been repealed; and, in 
fairness, it must be stated that the de- 
ductions allowed to life insurance com- 
panies under the two permanent income 
tax statutes adopted in Montana and 
Mississippi practically make the tax in- 
applicable to them. 

Involved Substantial 


“The 11 premium tax statutes enacted | 
involved substantial increases. In 1919, 
Illinois reversed her traditional policy of 
giving encouragement to all lite insur- 
ance by imposing a tax of 2 percent on 
net premium income of foreign com- 
panies. It may interest and perhaps sur- 


Increases 


prise you to know that this action was 





taken, after a contest that involved two 


| 
| number and severity of the proposals, | 


successive biennial sessions of the leg- 
university authorities, who supported | 
creased appropriations by directing the 


‘new source of revenue.’ 
Recent Tax Increases 


“In 1921, Rhode Island raised her tax 


ance as a 


1 percent. The legislature of my own 
state, California, in 1931, increased the 
tax from 2 percent to 2.6 percent. Ar- 
kansas, in 1917, and Georgia, in 1919, 

1Z 


increased their tax on premiums by % 
_percent; Mississippi, in 1916, and Ore- 
gon, in 1917, increased theirs by % per- 
cent; and Virginia, in 1924, compromised 





|} upon a special additional premium in- | 
New Hamp- | 


come tax of \% percent. 
shire, in 1921, and Oregon, in 1923, 
changed the basis for the computation 
of the tax by the exclusion of the de- 
| duction of dividends in the former state 
and of losses in the latter, so, as, in 
effect, to increase their taxes by from 
% percent to % percent, according to 
the circumstances of the particular com- 
pany. That these increases by statute | 
have not raised the aggregate rate of 


that they have been practically offset by 
decreases secured during the period, 
through court decisions, affecting the 
computation of the tax under the laws 
of several of the other states. 


Requires Ceaseless Vigilance 





“The significance of the analysis which | 
is here presented lies, perhaps, in the 


which did not become law. They neces- 


the total of taxes paid is due to the fact | 
| debts. 


islature, at the suggestion of the state | 


their demands upon the state for in- | Off Indebtedness 


attention of the legislature to life insur- | 





| AIDS ‘CHURCH AND UNIVERSITY 
| Policies of Dr. R. H. Conwell to Pay 
of Philadelphia 
Church of Which He Was Pastor 





PHILADELPHIA, Dec. 17.—Dr. 
| Russell H. Conwell, the renowned lec- 
turer, educator and philanthropist, who 
died here this week, left sufficient life 
insurance policies to pay off the last cent 
of indebtedness on the Grace Baptist 
Church, of which he was pastor, and 
also place a building fund of $40,000 in 
the hands of the trustees of Temple 
University, which Dr. Conwell founded. 

Dr. Conwell’s friends revealed that 
many years ago these policies were 
taken out on his life so that when he 





es these two institutions—the church 


and the university—might receive great 
benefit. 

The insurance policy for the Baptist 
church was taken out 27 years ago at 
the suggestion of Dr. Conwell. It was 


| a 20-payment life and matured in 1918. 


| 
| 
| 


it 


The policy was never touched or bor- 
rowed upon so that the full face of it 
will be used to pay off all the church 


The policies favoring Temple Uni- 
versity were taken out in 1895 and 1896, 
also at the great philanthropist’s sugges- 

tion. The $40,000 will greatly aid the 


| university in its new building projects. 


Although Dr. Conwell earned through 
his world famous lecture, “Acres of Dia- 


monds,” and other endeavors no less 
than $11,000,000 in his lifetime, yet at 
his death—outside the life insurance 


| sitated ceaseless vigilance, tireless and | policies—he left a personal estate of only 
most tactful opposition, and many nar- 


row escapes from taxes that would have 
been confiscatory, if not positively ruin- 
ous in their burden. The lesson which 
they enforce is that nothing but knowl- 
edge and appreciation by the public of 
the true nature of life insurance, and its 
peculiar claim to encouragement by the 
state can ward off this increasing men- 
ace of taxation.” 


$14.000. He had given away virtually 
all of his earnings to charities. 


D. N. Cameron of Oshkosh, 


Wis., gen- 
eral agent for the Northwestern Mutua! 
Life, has left for Portland, Ore., to at- 
tend the funeral of his brother, Robert 
W. Cameron, who was formerly in the 
insurance business at Oshkosh with D. 
N. Cameron. He engaged in the lumber 


business in Oregon but later became spe- 
cial agent for the Northwestern Mutual. 





We 


states. 





believe that we 


pany, and as good a contract for the agent. 
modestly, we think we may possibly 
willing to give every 
wants to find out whether 


Frankly, 


HE Franklin has grown steadily in size, strength, and stability for forty 
years; and our field men have grown with us. 


have as fine a line of life insurance policies as any com- 
and to state the case 
excel in certain particulars, and we are 
assistance and information to the interested man who 
we do or not. 


The Franklin is a non-participating company with $170,000,000 of busi 
ness in force, and with a good deal of excellent open territory in nineteen 
If you are a life insurance man looking for an opening, or even if 
you have no experience but are willing to work and learn, we will give you an 
opportunity. 


Write to The Franklin Life at Springfield, Illinois. 
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National Advertising 


.Extensive planned adver- 
tising in our great national 
magazines, keeps the name 
of the Attna Life Insurance 
Company constantly before 
the public. 


S. T. WHATLEY 
General Agent 


Etna Life Insurance Company 


Illinois Merchants Bank Building 
Phone State 3380 
CHICAGO, ILLINOIS 




















THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


“4 


Strong and Progressive 





Paid to Policyholders— 
Over—$19,000,000.00 


Insurance in Force— 


Over—$ | 38,000,000.00 





A. C. Tucker, President 
D.C. Costello, Secretary | Wm. Koch, Vice Pres. 

















USE OF MEMORANDUM BOOKS FOR 
AGENTS TO GIVE PROSPECTS UPHELD 





Homer J. Buckley, president of 
Buckley-Dement & Co., of Chicago, who 
has been called the father of direct mail 
advertising, spoke before the Insurance 
Advertising Conference on “Turning 
Cold Prospects into Live Leads.” He 
was formerly connected with Marshall 
Field & Co.’s retail store in Chicago. 
He was the first president of the Direct 
Mail Advertising Association. A. ‘ 
Tager, secretary of the Diary Publish- 
ing Corporation of New York, takes is- 
sue with Mr. Buckley and he has issued 
a reply entitled “Turning Cold Prospects 
into Cash,” which is an answer to the 
objections raised by Mr. Buckley to so 
called “bait advertising.” In part Mr. 
Tager said: 

The average agent is not in a position 
financially to wait and see cold pros- 
pects turned into live leads. He is pri- 
marily interested in sales—immediate 
sales—frequent sales. 

As far as we can gather, the sub- 
stance of Mr. Buckley’s article can be 
reduced to the following analysis: 

1. That the average letter written by 
an insurance company or its agent is 
poor, ineffective and leaves a bad im- 
pression. 

2. That because of this fact, 85 per- 
cent of the direct mail advertising used 
by insurance companies is wasted. 

3. That more intensive selling is 
needed at the point of sales or purchase. 
That too much time elapses between 
the receipt of direct mail and the per- 
sonal call of the agent. 


Nothing New in Conclusions 


These problems are not confined to 
the insurance field. They are common 
to every large business that has some- 
thing to sell. Every intelligent execu- 
tive advocates better letters—less adver- 
tising waste—and more timely follow- 
up. Every advertising or sales execu- 
tive who is worthy of the name tries 
to improve and eliminate these condi- 
tions. In this respect, therefore, there is 
nothing unusual about Mr. Buckley’s 
remarks. 

The remedies offered by Mr. Buckley 
and his solution for turning cold pros- 
pects into live leads are as follows: 

1. Better letters and better follow-up. 

2. Special bulletins or house organs 
relating to the problems of the agent. 

3. A more definite and systematic 
plan of selection of men. 


Comment on Remediese*® 


It is perfectly obvious that the way 
to eliminate poor letters is to write good 
ones. It is equally obvious that letters 
should be ‘followed through with a 
timely personal call by the agent. As 
for the suggestion of “Special bulletins 
or house organs relating to agents’ 
problems” we might say that this has 
and is being done by many companies. 
No question that house organs help. So 
does everything else including memo- 
randum books—valuable paper wallets, 
etc. 

It is equally apparent that good 
agents are better than poor agents. 

All companies try to select good men. 
No company invites or encourages the 
selection of poor representatives. No 
company has any assurance or guaran- 
tee that its selection of any agent will 
be either good or bad. Many companies 
today have a definite and systematic 
plan for obtaining and training its fu- 
ture agents. 

The discussion up to this point re- 
duces itself to this, namely, that present 
insurance sales methods are faulty. 


Methods Being Improved 


Insurance companies, however, are 
improving their methods. But regard- 
less of what insurance companies do to 
help and cooperate with their agents, 
there will always be agents who will not 
work intelligently. This is in the very 
nature of things. Salesmen are sales- 
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men whether they sell insurance or any. 
thing else. 

If, therefore, Mr. Buckley’s artich 
merely concerned itself with the fact 
outlined above, there would be nothing 
in it to command any attention on oy 
part. It simply would be just anothe 
speech. 

The reason that we have taken th 
time and the trouble to answer his ad. 
dress is that he attacks a very practical 
economical and sound form of advertis. 
ing. A form of advertising that ha 
been tried and tested and proven to 
successful. 


Buckley’s Criticism Quoted 


We quote in part that portion of his 
address which is unjustifiable: 

“To me it appears to be a sad state 
of affairs in the selling side of the insur. 
ance business when you find companies 
trying to turn cold prospects into live 
leads by the use of bait of this kind. | 
know some of you can stand up and de. 
fend this procedure. Some of you wil 
say it has worked and brought leads, 
but I hold it is a criminal waste of good 
money, and is developing insurance 
prospects on an entirely wrong basis 
You are paying too high a price for 
leads. You are not making a favorable 
impression upon the executives who are 
getting this material.” 

If Mr. Buckley’s address was prompted 
by a sincere desire and a plea for bet- 
ter direct mail advertising and more 
timely follow-up, he should say this and 
nothing more. 


Says Memorandum Books Are Effective 


The use of memorandum books is a 
sound, sane, legitimate, productive form 
of advertising. It is not bait. 

Concerning “the sad state of affairs 
in the selling side of the insurance busi- 
ness when you find companies trying 
to turn cold prospects into live leads by 
the use of bait,” we can merely say that 
results count. We respectfully refer Mr. 
Buckley to the statement of sales for 
the past ten years made by those com- 
panies that use sales helps in their sales 
promotion work. Thousands of agents 
can testify as to the merit and value of 
these sales aids. 

Agents Buy Books 


We might add further that thousands 
of agents who represent companies that 
do not use memorandum books, etc.; 
that these agents independently and 
with their own money buy for them- 
selves various articles which they use 
in making sales and creating good will 
Agents have come to realize the advan- 
tage of this form of advertising. And 
they are prepared financjally to set aside 
their own personal appropriation for 
this purpose. 

We do know, however, that the com- 
panies who do use our sales helps 
would not continue to do so if they and 
their agents did not find them profitable. 


Salesmanship Facts 


"We shall briefly review some vitally 
interesting and relevant facts. 

Every sales involves two people, the 
buyer and the seller. : 

The function of salesmanship is 
create in the mind of the buyer a desite 
for the thing to be sold and a favor 
able opinion of the seller. 

There are only two forms of sales 
manship—printed and spoken. 

The printed message is called adver 
tising. 

The spoken message is called personal 
salesmanship. 

Anything legitimate or ethical that 
helps break down sales resistance af 
assists in paving the way for this sale 
is desirable in salesmanship. 

Helps in Salesmanship 
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nizes and accepts today the following 
helps in salesmanship: : 

1. Descriptive literature (circulars, 
booklets, folders, pamphlets, catalogues, 
“) Window displays. 

3. Electric displays. 

4. Motion pictures. 

5, Signs and bill posters. 

6. Newspaper and magazine adver- 


tising. : a 
7. Street car and railway advertising. 
8. Samples. 


9. Calendars, blotters, diaries, memo 
books and other advertising utilities. 


Says Value Is Constructive 


Printed salesmanship is silent. It is 
an appeal through the eye. If the eye 
does not see the message, the advertis- 
ing is wasteful and its value reduced. 

Furthermore, if the eye does not see 
the message, how can you expect to 
create in the mind of the prospective 
buyer the desire for the thing to be 
sold? They have now found that a key 
case or a memo book or any other util- 
ity which is seen and used daily for 
many years has constructive advertising 
value. 

Overlooks Some Points 


From the standpoint of the agent, Mr. 
Buckley loses sight of some very impor- 
tant facts. It is one thing to sit at a 
desk and theorize and formulate plans 
as to how insurance should be sold, 
ought to be sold, may be sold. It is 
another thing, however, to actually get 
out into the field and sell insurance and 
meet actual sales difficulties. 

Regardless of what theorists and di- 
rect by mail experts might say to the 
contrary, friendship, association, posi- 
tion, family and many other personal 
factors play a great part in the sale of 
insurance. 


Personal Elements a Factor 


We admit that these same personal 
elements are also factors which influ- 











ence sales in other fields. But they are 
present in a more marked degree in the 
insurance field for obvious reasons. In 
view of this fact, therefore, anything 
personal that helps to break down sales 
resistance, cement friendship and create 
good will is helpful, desirable and nec- 
essary in the sale of insurance. 

Furthermore, and this has never oc- 
curred to Mr. Buckley, namely: 

An insurance agent is practically in 
business for himself. True, he may rep- 
resent various companies, but he may 
be considered as an independent busi- 
ness identity. 

Consider, therefore, if you will, these 
hundreds of thousands of individual 
agents operating independently, finan- 
cially and otherwise, all selling the same 


service in a limited local territory. Each | 
has a limited amount of money to spend | 


for advertising of some form or other. 
Mr. Buckley admits that 85 percent 
of the direct by mail is wasted. If the 


agent is to advertise at all, what, there- | 


fore, could be more practical, more eco- 
nomical, more personal in the nature 
of advertising for his particular purpose, 
than a useful gift such as a diary or 
memo book which is used daily for a 
long time? 

If repetition and impression are two 
requisites of successful advertising, it 
must be admitted that a diary which is 
used several times daily for a year or 
more has decided advertising value. 


Wants Some Statements Investigated 


Before Mr. Buckley attempts to criti- 
cize unjustly, we urge him to investi- 
gate the following facts: 

1. The percentage of replies obtained 
by insurance companies from letters 
which offer the prospect a memoran- 
dum book, etc. 

2. The percentage of the 
which are converted into sales. 

3. The amount in millions of pre- 
miums written through such sales. 

4. The cost to secure this return. 


replies 











Do 
Stick or 


vty Aemay 





Your Premsum: 


5 


i 
C 














CASH IS NEEDED AT DEATH TO 
MEET THE DEMANDS ON AN ESTATE 











HE New York Life gives a resume 

"T recently published in the “Saturday 
Evening Post,” showing the shrink- 
age of estates at time of death. Some 
500 estates were examined and the in- 
formation tabulated. It brings out the 
fact that cash is needed to pay taxes at 
time of death. The New York Life says: 
“Most people will admit that at death 
there is an urgent need for cash. They 
can readily understand that the doctor 
must be paid the expenses of last ill- 


ness, that the undertaker must receive | 
the funeral costs, that claims of creditors | 
| must be met, and that there will be ad- 
ministration expenses if property is left. | 
There is, however, another more urgent | 
| need for cash at death—the inheritance | 
|tax—more urgent for the reason that 


this tax has a prior claim over all other 
charges against the estate, and in addi- 
tion must be paid in cash and cannot be 
paid in kind. 

. 2.8 


“Life insurance agents do not usually | 


find it difficult to convince their pros- 
pects that the ideal way of guaranteeing 
that cash will be available at death with 
which to pay the doctor, the undertaker, 
the creditors and the lawyer, is by 
means of life insurance. It should be no 
more difficult to convince them that life 
insurance offers the best method of pro- 
viding cash with which to meet the in- 
heritance tax. Many agents believe that 
in order to place insurance to cover the 
inheritance tax they must become tax 
experts. This is no more true than a 
belief that the agent must become a 
doctor, an undertaker, a creditor or a 
lawyer, in order to convince prospects 
that life insurance will provide the nec- 
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F they are deposited 
in your loca 
and invested in the ter- 
ritory the company 
at represent derives 
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have an opportunity to 
get that money again. 


If the premiums are 
sent away the 
your territory forever. 
Why not make a connection 
that invests those premiums 


essary cash with which to pay these 
claimants. 
es ee 

“Of course, a knowledge of general 
taxation is helpful to the agent for with 
it he can talk more intelligently to his 
prospect on this subject, but the real 
meat of the proposition lies in the fact 
life insurance enables a man to 
make death, which causes the imposition 
of the inheritance tax, provide the cash 
with which to pay it.” 

The following information published 
in the “Saturday Evening Post” should 
be helpful in this respect. It shows the 
actual average shrinkage caused by taxa- 
tion in connection with nearly 500 es- 
tates which were examined: 


$100,000 to $250,000—Number of es- 
tates, 105; lowest taxation, 7.6 percent; 
highest taxation, 20.6 percent; average 
taxation, 11.38 percent. 

$250,000 to $500,000—Number of es- 
tates, 132; lowest taxation, 8.3 percent; 
highest taxation, 44.5 percent; average 
taxation, 13.31 percent. 

$500,000 to $1,000,000—Number of es- 
tates, 146; lowest taxation, 9.1 percent; 
highest taxation, 31.1 percent; average 
taxation, 14.76 percent. 

$1,000,000 to $5,000,000—Number of 
estates, 95; lowest taxation, 9.5 percent; 
highest taxation, 34.7 percent; average 
taxation, 16.86 percent. 

$5,000,000 to $10,000,000—Number of 
estates, 12; lowest taxation, 11.2 percent; 
highest taxation, 30.7 percent; average 
taxation, 20.14 percent. 





Price K. Johnson of Cravens, Dargan 
& Co., Houston, Tex., has just returned 
from a tour of north Texas in the inter- 
est of the Rockwell school of insurance 
to be opened in Houston in January. 
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Don’t 
Sprinkle 
Tacks 


OU had mighty good trading 
) sense when you were a small 
boy. *Twas easy to exchange 
a worn out wheezy mouth organ, a 
fish hook, a perfectly good dead 
cat, for a fifteen cent baseball. Then 
you matched your wits against the 
best in the school. Competition at 
times was pretty keen, but you had 
a deep sense of satisfaction when 
you took off your wet shoes at 
night that you had the better of the 
bargain. And if you didn’t what 
happened? You had a feeling of 
unrest and a strong desire for morn- 
ing, when you would get on the job: 
again, with fresh ideas. 


How is your selling ability today? 
Has it got the punch behind it that 
it had many years ago? Then com- 
petition kept your brain cells busy 
manufacturing new plans that 
would attract boy friends and sepa- 
rate them from the things you 
desired. 


The man who is dog less than 
his best this year is sprinkling tacks 
ahead of him and making future 
going a difficult problem. He has 
simply got to keep up with the 
spirit of the times, and that spirit 


is progress. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








Springfield Life Insurance Company 


A Mutua Leoat Reserve Lire InsurANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Aictual—not promised—h office co-operation 
(4) Large actual prospect lists 


Business in Force ‘$80,000,000 

















C. Hubert Anderson, 


“Agenci A. L. Hereford, President 
Springfield, = 


‘Springfield, DL 


LIKES SALARY SAVINGS 


BIG OPENING FOR BUSINESS 

Manager W. W. Willis of the Connecti- 

cut General Life At Chicago Tells 
Who Are Prospects 





W. W. Willis, manager of the Chicago 
office of the Connecticut General Life, 
is a great believer in salary savings or 
salary deduction insurance. He asserts 
that it has been one of the biggest fac- 
tors in the development of business in 
his agency. Mr. Willis brings out the 
fact that under the salary savings plan, 
prospects are grouped so that there is 
a minimum loss of time. Speaking fur- 
ther, Mr. Willis said: 


Sees Saving in Time 


“Suppose an agent were told that 
there were 100 live prospects in any 
section of the city. He would be mighty 
glad to get them. They might be pretty 
well scattered but if they were in the 
same general direction it would mean 
that his work could be concentrated. 
Suppose these same hundred people 





w. 


W. WILLIS 


Chicago Manager Connecticut General 
Life 


were in one office or plant. The time 

required for solicitation is greatly re- 

duced.” 
Get Men 


at White Collar 


Mr. Willis said that the ideal pros- 
pects for group insurance are the so- 
called “white collar” employes. If 
an agent is able to convince the em: 
ployer that he will be doing his em- 
ployes a good turn by recommending 
the salary savings plan the big work 
has been accomplished. Most employes 
are accustomed to pay their bills 
monthly and their expenses are budgeted 
on the monthly plan. Salary savings 
insurance payable on the monthly sys- 
tem therefore appeals to them very 


strongly. Mr. illis emphasizes the 
need of selection of risks. Naturally the 
agent wants to see his business re- 


newed. Therefore he will be interested 
in securing in the first place a first class 
organization. In a recent Connecticut 
General bulletin Mr. Willis contributed 
an article on this subject, saying in part: 


Careful Selection Needed 


“There is nothing strange or mysteri- 
ous about salary savings insurance. It 
isn’t a different kind of insurance such 
as group or employes, but merely a new 
plan of selling what we have always 
been selling, a plan that simply increases 
the number of premium paying instal- 
ments and in some instances waives the 
medical examination. Obviously, it fol- 
lows that if care is necessary in risk se- 
lection to insure a client’s business be- 








ing profitable to an agent on the annual 


or semi-annual premium plan, mo 
careful selection must be made to 
quire a profitable volume on 4 
monthly premium paying plan. 


Get People of Steady Income 


“The merchant selling the piano, phy 
nograph, radio or automobile on the iy 
stalment plan makes sure that the py 
chaser has a fairly steady income. Th, 
agent must exercise similar care in sel 
ing salary savings—if the sale is to } 
profitable to himself and to his company 
The success and continuance of the pla 
is altogether in the hands of the agen 
as I see it. If the risk selection ay 
lapse ratio are bad, the company wi 
be forced to cease writing it or will ep. 
gage in such strict underwriting as 
make it unsalable. 


Difficult to Set Standard 


“It is difficult to set a standard {fo 
good salary savings risks. A _ certair 
industry in Chicago might be an idea 
risk, properly developed, while elsewher 
an industry of similar character migh 


not be. Existing conditions in the in. 
dividual risk should determine. Up. 
doubtedly there are certain classes of 


risks which will be better as a class thay 
others, and there are those of cours 
altogether undesirable. There can 
great variance between acceptable grow 
and salary savings risks because th 
plans themselves are different. An ace- 
ceptable group risk may be unacceptabk 
for salary savings. 
Geod Risks to Solicit 


“In my opinion a good risk to solicit 
for salary savings is in a non-hazardous 
occupation; permanently established 
successful; whose employes possess sui- 
ficient intelligence to appreciate the 
value of the plan; are sufficiently well 
paid to be able to afford the monthly 
deductions; where chance of permanent 
employment is favorable; where a large 
percent are males; and where the en- 
ployer is enough in sympathy with the 
plan to give reasonable cooperation. 

Prefers Medium Size Risks 


“T prefer a risk of medium size be- 
cause experience shows a larger percent- 
age of sales; a more intensive canvass 
is required to qualify the case; a better 
opportunity for personal contact with 
employes is afforded; employe turnover 
should be less, reducing chance of lapse: 
and there is little chance for objection 
on the score of record keeping and 
other necessary detail. 


Would Avoid Some Risks 


“IT would avoid soliciting a concern 
where employes are paid by job or piece. 
preferring those paid regularly by week 
or month. I would avoid soliciting the 
concern where employment is not steady 
throughout the year, and avoid soliciting 
employees who are apt to be laid off. 
I would avoid, as a rule, the industrial 
risk. The plan will not have as great 
appeal to an industrial employe for he 
is already accustomed to the weekly in- 
dustrial premiums; he will not properly 
appreciate the opportunity offered by 
salary savings, and in many instances 
cannot afford the premium deduction. 


Likes White Collar People 


“The so-called ‘white collar’ employe 
is the better prospect. The opportunity 
of paying monthly will be new to him 
and should have an instant appeal. He 
will more likely understand its value, ap- 
preciate the privilege, and buy larger 
amounts. He is, moreover, less likely to 
lapse because if he makes a change in 
employers, it will probably be to better 
himself, and chances ate good that the 
insurance will be kept in force. 
“Finally, no risk is a worth while one 
for salary savings solicitation, regardless 
of how favorable other qualifications 
may be, unless the employer sufficient! 
respects the value of the plan for his 
employes to get behind it and the agent 
in his effort to put it over.” 


A school of instruction was held by the 
Indianapolis office of the Mutual Life © 
New York on Monday, Tuesday and 
Wednesday of this week to study the 
important changes recertly mrde in pol- 
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any Will fe Insurance Plays an Important Part 
will en ‘. 
1g as ye in Safeguarding Future for Elderly 
Persons 
i 
lard fo; 
ent The tragedy of dependent old age, as 
an idedMMreflected in statistics gathered by various 
sewher gencies, is one of society’s most urgent 
Prey ‘roblems and the gradual education of 
Un he American people in the habits of 
sses offmthrift is playing a big part in relieving 
iss than Mijistress among men and women of ad- 
eal anced years who are left alone. 
2 meal Recently the Pennsylvania old age as- 
ise the |Esistance commission published a report 
An ac- which was based on a study of 3,000 
eptable aged persons who applied for assist- 
ance. Though the law creating the com- 
mission since has been declared unconsti- 
| solicit Htutional, the conclusions are none the 
ardous Mless interesting. 
— Three Out of Four Dependent 
SS sui- 
ate the More than 90 percent of the applicants 
y well were native-born; the average total pos- 
onthly [sessions of the applicants examined was 
nanent Ip less than $24 and the average amount of 
1 large MBsavings was only $6.75 per person. 
1e em- Three of every four were without any 
th the —Bremunerative occupation and were de- 
on. pendent for support. 
While the children of the applicants, 
in however humble condition, were gen- 
ze be- Merally found willing to make every effort 
rcent- Mito support their parents, these children 
invass [generally were in no position to do so 
better because of the inadequacy of their own 
with @ incomes and the size of their own fami- 
mover @ lies. Not infrequently these parents 
lapse: were supported at the expense of their 
ection # children’s welfare. Many aged men and 
; and women who had no children to help 
them were already supported either by 
their respective poor districts, private 
iat charities or by individuals. 
. 
piece Pauperism Is Decreasing 
week While these conclusions on the face 
g the J of them offer nothing for which thanks 
teady might be given, a study of the general 
citing improvement in the matter of indigent 
¢ persons offers a contrast of promise. 
stria The number of paupers in proportion to 
great the population is constantly decreasing. 
wr he Federal government statistics show that 
y 4 in 1914 there were 91.5 almshouse in- 
ew mates for each 100,000 of population. At 
by the beginning of 1924 this number had 
inces # been reduced to 71.5. 
-. Thrift, say those who have surveyed 
the situation, is responsible for this re- 
— duction and still further improvement is 
nity §  tttipated. Edward S. Andrews, super- 
him visor of field instruction for the Pru- 
He dential, is one of those who has watched 
- carefully the trend toward old-age in- 
rger ependence and he is one of the staunch- 
» te = believers that thrift education eventu- 
e in ally will see the virtual elimination of 
eee Pauperism among the aged. 
the Provide for Old Age 
one “Not only do young men and women 
less Prepare for their sunset years by acquir- 
‘ons we endowment policies due to mature 
ntly when their physical usefulness has 
his Passed, says this authority, “but 
ent younger men and women, alive to the 
Png for such precaution, are pro- 
viding for the old folks by paying the 
the Premiums on such policies when it is a 
of necessity. In many instances the son 
the or daughter upon whom the parents de- 
ol- pend for support has acquired life in- 





surance with the old folks the bene- 

















LIST OF EQUITABLE OF IOWA 


Compilation of Statistics Shows What 
Occupations Make the Best Sources 
of Business Prospects 


According to figures recently com- 
piled by the Equitable Life of lowa, the 
great majority of policies issued by that 
company in 1924 were bought by pro- 
fessional men, business executives and 
farmers. Professional men head the list 
with 22.1 percent of the policies issued 
in 1924. 


Business Executives Lead 


Business executives, including man- 
agers, superintendents and proprietors 
of factories and stores bought the sec- 
ond largest number of policies, totaling 
21.3 per cent of all policies issued last 
year. This class, however, bought ap- 
proximately 35 percent of the volume 
of insurance written by the company, 
its average policy being higher than 
that of professional men. 

Farmers bought 14.6 percent of the 
policies issued by the Equitable Life of 
Iowa last year. Other occupations 
bought insurance in the following order: 
Office clerks 8.5, wholesale and retail 
clerks 6, automobile industry 4.8, ac- 
countants, auditors, etc., 2.7, mechanics 
and artisans 2.7, electrical industry 2.2, 
railroad industry 1.9, construction build- 
ing 1.6, factory employes 1.1, hotel, res- 
taurant and club employes 1, metal 
trades and industries 1 percent. 


Largest Average 


The persons with the largest average 
size policy purchased in 1924 were those 
whose occupations were classed as 
amusements, the average for this class 
being $8,379. 

The significant facts in connection 
with this survey are that professional 
men are buying more life insurance than 
in previous years and the farmer is 
slowly but steadily getting back to 
normal as a purchaser, as both of these 
classes showed a marked gain over 
figures for previous years. 

During 1921 there was a decided de- 
crease in the number of policies taken 
by farmers. This slump reached its low 
mark in 1922 when only 8.1 percent of 
the policies issued by the Equitable Life 
of lowa were sold to farmers. Since 
then, however, there has been a steady 
increase until in 1923 farmers bought 
13.8 percent of the policies issued by 
the company and last year they bought 
14.6 percent. 


M. M. Deming Is Honored 


M. M. Deming, Iowa state manager 
at Des Moines for the American Central 
Life of Indianapolis, has received notice 
from President Frank Jones of the Na- 
tional Association of Life Underwriters, 
that he is to serve as a field assistant to 
President Jones in the interests of the 
National association. Mr. Deming will 
be official advisor and “foster father” of 
the Fort Dodge and Oskaloosa Life 
Underwriters Associations. 

Mr. Deming has long been a promi- 
nent figure in association work, being 
vice-president and secretary-treasurer of 
the Des Moines association for a num- 
ber of years, and having served on many 
committees of that organization. 








ficiaries, thus resting secure in the 
knowledge that no matter what may 
happen, dad and mother always will be 
well provided for. 

“Modern insurance practice has de- 
vised an ideal policy for the safeguard- 
ing of aged persons. This provides for 
the payment to them of a stated monthly 
iricome over a prearranged term of years 
or for life, an income which goes to 
them on certain dates without fail. Thus 
their funds can not be attacked by the 
unscrupulous.” 





PROGRAM COMMITTEE NAMED 
American Life Convention Will Hold 
Its Annual Gathering in Detroit 
Week of Aug. 30 





At the meeting of the executive com- 
mittee of the American Life Convention 
in Chicago last week it was decided to 
hold the annual meeting in the Book- 
Cadillac hotel, Detroit, the week start- 
ing Aug. 30. The Legal Section will 
meet the first two days of the week and 
the general convention the next three 
days. A committee consisting of Presi- 
dent H. B. Arnold, Secretary T. W. 
Blackburn and Isaac 
of the Federal Life was appointed to 
prepare the program for the Detroit 
meeting. The executive committee will 
meet again in Chicago, Jan. 6, to canvass 


the matter of selecting a successor to | 


There were pres- 
meeting President 
Blackburn, George 
States Life; Isaac 
Federal Life; O. J. 


Secretary Blackburn. 
ent at last week’s 
Arnold, Secretary 
Graham, Central 
Miller Hamilton, 


Arnold, Northwestern National Life; H. | 


M. Woolen, American Central Life. 
Former Presidents L. ]. Daugherty, 
Guaranty Life; H. R. Cunningham, 


Montana Life, and E. G. Simmons, Pan- 
American Life, were present. 


Expect Amalgamation Fight 


With approval late last week by the 
Ladies of the Maccabees, assembled in 
special national convention in 


of the proposal to amalgamate with the | 


Maccabees, the Michigan department 
is expecting an early showdown in the 
courts between friends and foes of the 
merger plan. The necessary two-thirds 
vote for the consolidation of the two 
fraternal insurance organizations was 
not obtained until the fourth ballot and 
then it was necessary to count a blank 
ballot as affirmative in order to pass the 
measure. Mrs. Nora M. Cate of Kala- 
mazoo, great lieutenant commander, led 
the opposition forces which nearly de- 
feated the scheme. According to infor- 
mation given Commissioner Hands, Mrs. 
Cate’s faction does not intend to drop 
the matter but will, if the merger is also 
approved by the supreme tent of the 
Maccabees, enjoin the commissioner 
from approving the consolidation, thus 
bringing the whole matter into the 
courts. It is the stand of enemies of 
the plan, that the special convention’s 
action was not strictly legal in that the 
delegates attending were elected more 
than a year ago before any such action 
had heen considered. 


Increase Their Scope 
NEW YORK, Dec. 17.—Hart & 
Eubank, general agents of the Aetna 
Life in Greater New York, have en- 
larged their salary budget department 
to better serve the needs of agents and 
brokers. J. M. Steinacher has been ap- 


pointed acting supervisor and will have | 


expert assistants. 


New Prudential Official 
Franklin D’Olier has been elected vice- 
president of the Prudential in charge of 
administration. A graduate of Princeton 
Universitv, Col. D’Olier served through 
the late war, being honorably discharged 


as lieutenant colonel on the general staff | 


in 1919. He is a resident of Phila- 
delphian, is president of Franklin D’Olier 
& Co. of that city, director of the First 
National Bank and the Penn Mutual 


Life and a trustee of Princeton Uni- | 


versity. 


Travelers Leaders to Meet 


The stars of the three leaders clubs 
of the Travelers will hold their meeting 
at Hartford March 2-4. This includes 
the officers at large and district vice- 
presidents. The mornings will be given 
up to business meetings. 


Miller Hamilton 


Detroit, | 
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| GRAHAM WELLS AGENCY 


| HAS SELECTION BUREAU 
| New York General 


Provident’s 
Important 


Agency Takes 
Step in Advance 


| HOOPENGARNER AT HEAD 


|New Department Designed to Select 
Men Who Will Succeed in 
Business 


NEW YORK, Dec. 17.—One of 
most important problems which general 
agents are being called upon to solve is 
that of staff selection, picking men who 
“have the stuff” to make life salesmen 
and who know how to use the knowl- 
edge they possess. There are so many 
conflicting opinions in this regard that 
it is not surprising that there are nu- 
and various ways in which 
agency heads pick their men. 

Perhaps the biggest step forward as 
yet has been taken by the Graham C. 
Wells agency of the Provident Mutual, 
which has installed an agents’ selection 
and supervision bureau under the guid- 
ance of Prof. N. L. Hoopengarner, for- 
| mer lecturer in life insurance classes, 
|} and now professor of business psychol- 


the 


merous 


| ogy and personal management at New 
York University. 
Based on Two Factors 


Prof. Hoopengarner’s selection of 
agency material is predicated upon two 
factors: First, actual knowledge; sec- 
ond, use of that knowledge. In other 
words, to be a successful salesman, the 
applicant must not only have a clear 
understanding of what he has to sell and 
a knowledge of the facts concerning it, 
but he must also have the ability to put 
that knowledge to use. 

If an applicant does not reach the 
standards which have been set and will, 
| in Prof. Hoopengarner’s opinion, fail in 
| the business for one of numerous rea- 
sons, he is told just why he is likely to 
fail, and advised not to try it. 


Unusual Tests Devised 


The tests which have been devised 
are unusual, and they give a thorough 
insight into the man’s character, his 
knowledge and his ability to put his 
learning to use. Through the use of 
applied psychology, it is nointed out, the 
“by-products” of the questionnaires are 
as valuable as the direct facts gleaned 
from it. 


Plan Includes Supervision 


| The work of the new bureau does not 
| stop with the selection and recommenda- 
| tion of new material, but goes much 

further. Through the background which 
the tests provide, Prof. Hoopengarner 
is able to watch a man’s work and can 
| supervise him along the correct lines. 
If his work is not up to standard, a 
review of the tests will show the reason 
and it can be easily applied in the light 
of the knowledge at hand. 


Some May Balk 


Some applicants, it is declared, will 
balk at filling out the many questions 
and going through the paces. It does 
not take a great deal of foresight to 
know that these same men would prob- 
ably balk at supervision if they were 
added to the agency staff. This is only 
one of the by-products of the tests, the 
professor pointed out. 


R. ©. Baumgardner has been made 
| manager of the life insurance depart- 
ment of Dunn & Stringer, onverating a 
general agency at St. Paul, Minn Mr. 
Baumgardner has been with the Pruden- 
tial staff in that city. 
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Connecticut General News 
Hartford, Conn. 





How to Enlarge 
Your Clientele 


Sell accident insurance. It is 
easier and quicker to sell than life 
insurance. That’s one reason why 
we issue it. 


It helps the beginner make a 
living from the start. It supplies 
fresh material for the veteran to 
work on any time he runs out of 
prospects. 


Those to whom you sell accident 
insurance you can éasily sell life 
insurance later on. For accident 
insurance selling kit write Connec- 
ticut General Life Insurance Com- 
pany, Hartford, Conn. 











OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 


_ The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


























Fieldmen Profit by This 


N 1924 The Guardian's Prospect Bureau yielded an average profit 
te fieldmen of 600% in commissions over their ieestesank la 
some sections it ran as high as 3000%. 


The Prospect Bureau is one reason why a good many of the better 

ucers are casting their lot with us. One newcomer, a general 
agent, brought with him an agency organization of nearly three 
hundred men. 


Let us tell you the whole story of what The Guardian is doing to 
better the fieldman’s success. Address, 
T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 





WATCH THE BUSINESS 





LAPSE FEATURE IS PROBLEM 





Companies Writing Salary Deduction 
Insurance Say That Many Policy- 
holders Are Disposed to Drop Out 





NEW YORK, Dec. 17.—Life com- 
pany officials that are writing salary de- 
duction insurance find that there are 
some problems connected with it that 
bear careful investigation. Thus far 
this way of writing insurance has been 
of assistance to the production depart- 
ment and has resulted in a larger 
amount of new business. A number of 
agents have been successful in interest- 
ing groups. Where the business is writ- 
ten on the monthly payment plan it has 
been easier to close. The monthly pay- 
ment practice is imbedded in the minds 
of the people and in taking care of their 
insurance they fall into the habit of 
paying monthly very easily. 

Persistency Problem Seen 


the companies is to endeavor to hold 
the business on the books. 
find that where industrial concerns are 
written or those where the labor turn- 
Over is heavy the insurance is dropped 
or it lapses to a certain extent even with 
those who are still in the employ of the 
concern. Where employes of concerns 
are written that are out of the wage 
earning class, companies find the per- 
sistency is far more favorable. 

This business necessarily is written 
more hastily so far as the individuals 
are concerned than regular insurance. 
The agent makes a short decisive can- 
vass and gets the names on the dotted 
line just as soon as possible. He wants 
to make as great progress as he can, be- 
cause the commission on each case is 
not large. If he can interest a fairly 
large group he has the chance of mak- 
ing some money. He feels that it does 
not pay him to stay very long with a 
single individual. Therefore the busi- 
ness is not sold on the same basis as a 
regular policy. The assured does not 
understand what his insurance means 
to him. This undoubtedly has an effect 
on the lapse ratio. 

Plan Is Popular 


Companies whose lapse ratio is not 


DROP IN DEATH RAq 








Metropolitan Life Records Give Sq 
Important Information as to 
Death Rate 





The October death rate was one ¢ 
the lowest ever recorded for that moa 
among the industrial population of J 
United States and Canada, according 
the Metropolitan Life. The figure yw 
eight per 1,000. The mortality show 
a drop from the preceding month. Ty 
automobile fatality record is unquestig 
ably getting worse each month. Ty 
death rate from this cause corresponj 
to 20.8 per 100,000, a new maximum fx 
this cause of death for any month ¢ 
any year. It exceeded by 4 percent ti 
“eo peak of 20 reached in Septep, 
er. 

The general death rate for the lay 
cities in October was 11.7. There was; 
greater prevalence of influenza in seven 





Perhaps the biggest problem before | crease. 


Companies | 





heavy on their regular business are dis- 
turbed over the conditions they find 


states. Illinois showed the greatest 
Scarlet fever was especialy 
prevalent during October in Indiana an/ 
Iowa. Smallpox was slightly more prey. 
alent in October. At Bloomington, II 
the situation became serious enough » 
cause vaccine virus to be rushed fro 
other cities. There was increased prew 
lence of diphtheria, measles, scar 
fever and smallpox. About 50 cases ¢ 
an obscure ailment with one death « 
curred in the vicinity of Collinsville ani 
Maryville, Ill. The first reports of this 


| outbreak attributed it to the use of dain 


products from cows that had eaten snak 
weed. 


Hope to Reach Goal 


The Central States Life of St. Lous 
is within striking distance of its goal d 
$70,000,000 and officials of the company 
hope to celebrate the 15th anniversay 
on Jan. 1, 1926, with that amount d 
paid-for on the books. 








in salary deduction insurance. The 
are contriving by various means to re 
duce the lapses. Naturally the busines 
is still in its infancy and the companies 
are experimenting with plans to handk 
it successfully. They feel that it dos 
offer an opportunity to stimulate pro 
duction and give their agents anothe 
talking point for business. More ané 
more companies are writing the class. 








During a trip to Philadel- 
phia Vice-President T. Louis 
Hansen of the Guardian Life 
played golf with George B. 
Donnelly, president of the 
Knights of Columbus Club of 
Philadelphia and a very active 
agent of the Guardian Life. 
They encountered Cornelius 
McGillicuddy, better known as 
Connie Mack, manager of the 
Philadelphia Athletics at the 
club. The two golfers and the 
baseball magnate were 
snapped. Mr. Mack appears 
on the right, Mr. Donnelly at 
the left and Mr. Hansen in 
the center. 

Mr. Hansen is not only a 
crack golfer, but he is making 
a record head of the agency 
department of his company 
and an administrative officer. 
The Guardian Life has moved 
along in splendid shape in re- 
cent years under the present 
management. Mr. Hansen has 
had much to do with its 
progress. 

One of his attributes is 


in spurring business 














best out of men that there is in them. 


THREE PROMINENT SPORTSMEN SNAPPED 





his ability to get on a friendly basis with everyone with whom he meets. He ; 
just as much at home on the golf links and watching a game of baseball as he ® 


Connie Mack, head of the Philadelphia Athletics, is one of the best know" 
baseball magnates and managers in the country. 


He also has the power to get th 
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Table Shows Situation 
as to Licenses for 
Non-Resident Agents 


HE Provident Mutual Life gives a 

table showing whether or not a non- 
resident can obtain license as agent or 
proker in each state in which a com- 
pany is authorized to transact business 
as follows: 


State As Agent As Broker 
Ala...+++> 7 sescandes ee *Yes 
Calif....-- VOB ccccccesess Yes, if not for 
a single case. 
Colo...--- BD ccadeccveve *Yes 
Conn....-- At discretion 
of Commis- 


sioner. 
Delaware. Yes 
Dist. of C. .Yes 
Georgia...No 
Illinois... Yes 
Indiana...No, unless non- 
resident 
maintains 
permanent 
office in State. 


Iowa....- At discretion 
of Commis- 
sioner. 
Kansa Yes 
By. ccvce Yes 
Maine....No ..... oecpece No 
Md......- FOS . cccccccces On reciprocal 
basis. 
Mass..... DOG. 6 000sdbewss *Yes, to resi- 


dent of State 
licensing 
resident of 


Mass. 
Mich...... At discretion 
of Commis- 
sioner. 
Minn.....- *Yes, to resi- 


dent of State 
licensing 
resident of 


Minnesota. 
Md.scccves MOG accesseses Yes 
Hed. cccoes Yes, to resi- 


dent of State 
licensing 
resident of 
Nebraska. 

Mow Hi... MO cccccccoses *Yes, to resi- 
dent of state 
licensing 
resident of 
N. H. 


i re WO Socnvnseee *Yes 
Dr Bevvens Yes 
Be Qreesesc Yes, but busi- 


ness must 
be placed 
through resi- 
dent agenv. 
Pv csces Yes. to resident 
of State li- 
censing resi- 
dent of Ohio. 


ee, eee Yes 
Penna. Yes 
, ey wesktees seen *Yes, to resi- 


dent of state 
licensing 
resident of 
m © 
8. Dak... Reciprocal. 
Tenn......No 'eense re- 
quired, but 
business 


“rust be 


through resi- 
dent agent. 

Pe See stlenvaac dé *Yes, to resi- 
dent of state 
licensing 
resident of 
Vermont, 


Wash..... No 

me WG..... Yes. but pol- 
cies must 
be counter- 
signed by 
resident li- 
censed agent 
who shall 
primarily re- 
ceive com- 
mission. 

 — 

*Business must be placed through resi- 
dent licensed agent. 





Peoria Life Conference 


The managers conference of the 
Peoria Life will be held at the head 
office in Peoria, Ill., Jan. 6-8. Follow- 
ing the conference there will be held in 
every agency a meeting at which all the 
district managers, general agents and 
agents will attend on Jan. 16. 





Christmas Greetings 


WMawiUR Season’s Greetings is for every co- 
laborer in the field of life insurance 

service. To the head of the great life 
insurance companies, to their home office 
associates, to the agency builders and to 
the men who carry the rate book in the 
city or out in the rural field—we broadcast 
good cheer. 


We have all been favored by the good 
will of that vast army of the insured who 
trust us with their thrift plans and the 
future comfort of their loved ones. May 
every one of us prove true to that trust. 


Let us rededicate at this most proper 
season our energies to our great work. It 
is in this spirit that we wish you all a— 


Christmas filled with good cheer 
and a 
Prosperous New Year 


Pam ee 
The 


**Its Name Indicates Its Character”’ 





More Than $395,000,000 in Force 


Na ae ae ee Ra ea Re Ne a ae Se es ee SS 


Lincoln National Life 
Insurance Company 


Lincoln Life Building Fort Wayne, Ind. 
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CONWAY BUILDING 
111 West Washington Street 
Chicago 
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Are You Planning to Move? 


Insurance companies, branch offices, and general 
ents will find a real office home here, whether 
y want space in large or small units. 


Location, equipment and service unsurpassed. 


William S. Pye, Manager 


Room 1243 Phone: Franklin 4850 























BUSINESS OPPORTUNITY 


A Chicago General Agency of one of the largest 
though most conservative Life Insurance Companies, 
desires the services of a man of energy and sales 
ability who has built up a personal acquaintance 
among business and professional men. The agency is 
equipped to give him a thorough education in life in- 
surance and an insight into the most proficient selling 
methods. Unusual opportunity for the right man to 
build up a large income. 
Address Q 19, 
The National Underwriter 











LIBERAL DISABILITY 
FEATURES WILL STAY 


Declared That Matter Is Out of 
Actuarial Hands—Conditions 
Changing Rapidly 


RATES MUST BE HIGHER 


General Belief That Committee Study- 
ing Matter Cannot Do Much 
Except Recommend Increase 


NEW YORK, Dec. 17.—Despite sin- 
cere efforts of the joint committee 
appointed last year by the Actuarial So- 
ciety of America and the American 
Institute of Actuaries in investigating 
the experience of various companies 
with permanent and total disability, any 
accomplishment or finding of this com- 
mittee, it is declared, will not be the 
final solution of the crossword puzzle 
of disability for several reasons. 

First, the business which the com- 
mittee has taken for analysis was, in the 
main, written during the last five years 
and therefore was still subject to the 
very low rates of disability following 
medical selection and persisting during 
the first five years of this coverage. The 
second reason is that this business will 
include very little written with the three 
months presumption clause which is 
steadily becoming more generally 
adopted. The result is that the com- 
mittee has of necessity been studying 
and concerning itself with business still 
subject to influences rapidly becoming 
obsolete and which therefore cannot be 
expected to reflect the full weight of 
the cost of disability. 


Trouble Started Long Ago 


The general opinion among actuaries 
is that the trouble started when the 
disability income feature, especially with 
the three months presumption clause, 
was first conceived as a part of the 
American life insurance program, and 
that inadequate rates have been charged 
from that time, although Arthur Hun- 
ter, chief actuary of the New York Life, 
whose table was used for the prediction 
of rates, justifies his position by show- 
ing that his table was based on a clause 
much less liberal than that in use today. 
When the companies first began the 
practice of charging an _ additional 
amount to cover waiver of premiums in 
event of total and permanent disability, 
the rates were about adequate for the 
need. As soon as the companies started 
paying the face of the policy in install- 
ments upon permanent disability, then 
the rates probably did not suffice, ac- 
cording to the general consensus. The 
inadequacy increased when they in- 
cluded a monthly income schedule to 
be paid for disability. 

Competent British actuaries, who 
have had long years of experience with 
disability features, declare .that the 
rates charged by the American life 
companies are, to say the least, inade- 
quate; some set the correct figure at 
about twice what the average American 
company is charging. A recent ruling 
against the New York Life by Federal 
Judge William I. Grubb, decreeing that 
disability premiums are subject to tax 
as casualty premiums, will add to the 
expense of writing this business unless 
the judgment is reversed by the appeal 
court. 

The three months presumption clause 
has also added to the unrest, and a 
number of companies are going that one 
better by dating their payments back to 
the commencement of disability regard- 
less of when the claim is filed. A group 
of life executives recently discussed the 
matter informally and agreed that it 


in expense to do this as compared t 
the plan used by more conservatiy, 
companies of beginning payments whe 
the claimant has proved his contentio, 
of total disability. 

The waiver clause became quite gen. 
eral along about 1910, but it was not 
until several years later that the dis. 
ability clause in its present form began 
to enter into the question. At that time 
medical selection was holding down 
claims, and it is insurance written dur. 
ing this period which the actuarial com. 
mittee has been analyzing. Company 
executives are not backward in declar- 
ing that medical selection cuts the rate 
of disability claims much more than it 
affects the claim ratio of life policies, 
One interesting result of this will 
probably be that disability insurance 
written under the non-medical plan will 
be subject to a great many more claims 
proportionately than will be the case 
with disability insurance written with 
medically examined life insurance. 

The importance of settling this ques- 
tion can easily be seen when it is known 
that there are very few discussions be- 
tween life executives today into which 
total disability does not force its way. 
Those who have studied the subject 
from all sides declare that the business 
producing departments of the company 
home offices have only themselves to 
blame inasmuch as the desire for pro- 
duction has in many instances overruled 
the actuarial department. So that com- 
panies have followed in the footsteps of 
other companies which were known to 
be charging inadequate rates for dis- 
ability. In fact, many believe that the 
companies are committed to writing dis- 
ability, that the only question before 
the actuaries is the prediction of proper 
rates, and that those companies not now 
in the field will be forced to it. 


“Cut Prices to Draw Trade” 


The low rates for this coverage have 
been likened to the cut prices which 
some storekeepers put on certain lines 
of goods in order to draw trade. 
Through selling one line below cost, 
they are able to persuade the customers 
to take other lines upon which a profit 
is made. One prominent home office 
man declared, however, that the disabil- 
ity item is so small as to parallel stamp 
sales in a drug store—a service to cus- 
tomers entailing a bookkeeping loss, but 
bringing some trade not otherwise 
attracted. ; 
In addition to losing money, it is 
claimed that the disability feature is an 
injustice to the policyholder of a mutual 
life company who does not have this 
clause embodied in his insurance for the 
reason that it cuts into his dividends 
where inadequate rates are charged. 
There is a slight mitigation owing to 
the fact that through the greater sala- 
bility of the life policy because of the 
disability feature, additional assets are 
turned into the investment channels and 
the earnings from them in part offset 
the disability loss. The question has 
also been raised as to whether practi- 
cally all policies are not being sold with 
disability now which results merely i 
a lower net rate for the combination 
policy. Several company officials de- 
clare this to be the case, as fewer and 
fewer policies are being written without 
this feature. 


Practically Non-Can A. & H. 


The extreme liberality with which the 
disability clause is being construed and 
the low rates being charged for this 
coverage have restlted in a situation 
where the life companies are practically 
selling non-cancellable health and acct 
dent insurance. It is a conceded fact 
that the companies cannot retrench om 
the liberal features which have beet 
granted—in fact, competition is forcing 
the tendency in the other direction. 
This leaves higher rates as the only 
solution of writing this business ats 
profit. While the report of the actuari@ 
committee on this subject will not be 
ready for some time, it is freely forecast 
that it can do nothing less than recom 
mend a rate increase, and an increas¢ 
even greater than seems warranted by 
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meant an increase of at least 25 percent 


(CONTINUED ON NEXT PAGE) 
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WANT WAITING PERIOD 


REDUCES THE SMALL CLAIMS 


Companies Are Imposed on By Those 
Who Strétch Their Conscience 
to Get Vacation 


NEW YORK, Dec. 17.—The recent 
issuance by the Aetna Life of a joint 
accident and health policy, which makes 
provision for a two-weeks waiting period 
in the health portion—although the feat- 
ure may be eliminated through the 
médium of a rider for an added pre- 
mium—emphasizes anew the determina- 
tion of underwriters to place their health 
business on a better basis. A recogni- 
tion of the fact that one of the most 
effective means for the attainment of 
that end is to eliminate immediate pay- 
ments, experience having proved that 
short time claims count heavily in the 
total loss ratios. Company after com- 
pany is now urging a waiting period, 
usually two weeks, be suffered by the 
assured, before his claim will be enter- | 
tained. This provision has already re- | 
sulted in a material reduction of in- | 
demnity demands. 

Prolonged Vacation Taken | 


Another admitted evil of the health | 
business is the proneness of many large 
insurers to take extended vacations | 

] 
| 





at the expense of the companies, and is 
responsible for the growing disfavor 
with which underwriters look upon large 
premium policies. As a rule a party | 
able and willing to pay a substantial | 
premium for a health contract holds an 
independent position and when feeling | 
the need of rest has no apparent diff- | 
culty in inducing his physician to pre- | 
scribe several weeks, prolonged at times 
into months, vacation in order to avoid | 
complete nervous prostration. | 
While ofttimes skeptical of the ad- | 
vice thus given underwriters find it hard 
to combat the order of the family doctor 
and hence pay the weekly indemnity | 
with what grace they may. That wed 
| 

| 








courts are inclined more and more to 
construe the provisions of both accident 
and health policies liberally in favor of 
the assured is partly due to the in- 
judicious advertising of their contracts | 
by certain companies. A reading of | 
their literature addressed to the general | 
public creates the impression that the | 
contracts are virtually blanket covers, | 
and that all one has to do to collect is | 
to present a statement of ill health from | 
a physician of recognized standing. 








LIBERAL FEATURES TO STAY | 
(CONT'D FROM PRECEDING PAGE) 


the analysis of the business it has 
studied, because of the tendency, soon 
apparent, toward a greater loss ratio 
with the lapse of time. As a policy- | 
holder grows older, it is declared, both 
the physical and moral hazard will in- | 
crease. 
The sales departments of the compa- | 
ilés are in some instances prone to look 
upon a rate increase as a sales resist- 
ance which will be hard to overcome, | 
but those more conversant with the 
matter take the saner viewpoint. If a | 
Mans rate is $25 a thousand for life | 
msurance, it doesn’t make a great deal 
ol difference to him whether he pays 
$26.50 or $28 as long as he gets the 
disability feature which he realizes he 
may need mighty badly some day. If | 
the agent talks his policy in this way, 
the sales deterrent will be non-existent. 
. Perhaps the best view on the matter 
's that disability is a service, and as the 
Public comes to recognize it more and 
— it will be more in demand. If 
high companies are forced to charge 
ne er rates, the public will have to pay 
Ne just as it stands for a rate increase 
th any other line, or else do without 
an Service, There seems to be no 
oubt but that the public will pay the 
necessary rates. 


| 
| 
| 




















LLINOIS LIFE INSURANCE CO. 
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— 
JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
im an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counse), and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 





From address of R. W. Stevens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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Soliciting Small Bequest Policies 


Epwarp A. Woops of Pittsburgh feels 
that agents do not appreciate what could 
be accomplished in making approaches on 
bequest insurance. The trouble with many 
agents, in his opinion, is that they have 
their minds fixed on large sums. For 
instance, an agent feels that if he could 
interest anyone in giving $50,000 or $100,- 
000 he would be a good prospect. Mr. 
Woops asserts that what the agents want 
to consider is the field for $1,000 policies, 
$1,500 policies, $2,000 policies, etc. 

A man may be paying $10,000 to take 
care of his dependents. Suppose he is 
paying $50 a year to his church or some 
other cause in which he is interested. He 
can perpetuate this by taking out $1,000 
policy. He will be able to give an insti- 
tution in which he is vitally interested a 
sum commensurate with his income. There 
are thousands and thousands of institutions 
that would be greatly interested in be- 
quests of $1,000 or amounts up to $5,000. 
Naturally these institutions try to get the 
large sums. However such donors are 
few and far between. Mr. Woops takes 
the position that the field for bequest in- 
surance has been narrowed down to the 
big people whereas there is an opportunity 
for the small amounts. If the number of 
givers are multiplied the big amount 
would come in the grand aggregate. 

Mr. Woos expresses the opinion that 
every time life underwriters start some 
new scheme or plan, they begin at the 
wrong end first by thinking of the mil- 
lionaire to whom it will appeal. Take for 
example the income tax returns. The vast 


multitude of people who pay income taxes 
have incomes of $5,000 or less. Those 
paying incomes in the higher brackets are 
comparatively few. 

The tendency is to star a man who 
writes big cases and large amounts. He 
is the fellow who is heard from at con- 
ventions. Naturally everyone is interested 
in a big writer out of curiosity if nothing 
else. If he can give the men who write 
small policies some ideas, well and good. 
Usually the big writer talks over the head 
of the small writers. There are thousands 
of people who would be interested in mak- 
ing small bequests to institutions in which 
they were interested if the subject were 
properly presented. 

Mr. Woops again expresses his doubts 
as to the efficiency of insurance campaigns, 
especially where bequest insurance is in- 
volved. In the campaign the agent will 
gear his mind to large figures, thinking of 
the big fellow who can leave a large sum 
and will lose sight of the small policy that 
he secures in his regular canvassing. The 
tools that he uses are those that produce 
the small policy. He is not acquainted 
with those tools that are employed to 
fashion the large ones. The man who at- 
tempts to work out of his class makes a 
mistake. He may gradually evolve into a 
writer of larger cases. Doubtless he will 
if he has the ability. He cannot jump, 
however, from his regular canvass where 
he is selling from day to day small policies 
into that field where he is aiming at very 
large policies. There are plenty of op- 
portunities in his own field. 


Need for Financial Responsibility 


Wa ter E. Wess, vice-president of the 
Nationa Lire, U. S. A., brought out a 
point in a recent contribution published in 
Tue NationaAL UNDERWRITER that is well 
worth emphasizing. Mr. Webb showed 
the desirability of life insurance field men 
establishing financial responsibility to the 
extent that they acquire a comfortable 
competence. Many life insurance salesmen 
do not save money. Mr. Wexs emphasizes 
the need of having a keen money sense. 
He does not suggest that an agent become 
miserly or worship the money god but he 
does appreciate the value of thrift. He 
sees the necessity for a man to budget his 
expense so that he is not only living well 
within his income but is laying aside a 
certain amount each year as an investment 
fund. The establishment of a reserve in 
Mr. Wesp’s opinion is necessary to give 
a man a feeling of confidence and security, 
He should not be content to work along, 
spending what he earns and having noth- 


ing at the end of the year over and above 
what he has paid for his living. 

Too many life insurance men have to be 
financed. They have not reached that 
position where they can carry themselves 
along. This is a reflection on one’s ability 
to be a successful business man. Mr. 
Wess says that the most valuable life in- 
surance men are those that have appre- 
ciated the value of establishing a reserve 
and creating a surplus. In their talk to 
prospects, they are able to speak with more 
convincing power because they have ac- 
complished this thing. Mr. Wess gives 
the following advice to life insurance 
agents: 

“Budget your expenses first. Live within 
your income. Carry adequate life insur- 
ance. Establish a reserve. Create a sur- 
plus. Don’t adjust your fixed charges up 
more often than once a year. This prac- 
tice will form the cornerstone of a worth 
while business career.” 
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The Cleveland Life has issued a book- 
let entitled “The New Vision in Busi- 
ness,” it being a description of the 
Cleveland Life Country Club whose 
membership comprises the entire home 
office personnel. The field men and 
agents are associate members but do 
not have any voice in the management 
of the club. J. E. Teare, treasurer and 
assistant secretary, is chairman of the 
house committee; Dr. J. C. Placak, med- 
ical director, is chairman of the health 
and recreation committee; Helen Muel- 
ler, chief clerk in the policy department, 
is chairman of the program commit- 
tee and P. L. Preising, purchasing agent, 
is chairman of the supplies and main- 
tenance committee. 

The club house is south from Cleve- 
land through Cuyahoga county. Near 
the little village of Independence where 
the Brecksville and Hemlock road cross, 
on the main south road is a sign which 
reads “Club House of the Cleveland 
Life Insurance Company.” This is op- 
erated for the welfare of the employes. 
The plan was worked out by President 
William H. Hunt, the club house being 
located in the Valley of the Falling 
Waters. Nearby is his own home. In 
fact it was while he was planning and 
building his own country home that 
the thought came to him to give his 
co-workers the opportunity to use and 
enjoy the natural beauties of the hills 
and valleys that surround his house. So 
he planned the clubhouse and built it 
nearby. The members have access and 
use of the entire estate. 


August A. Schlafly, prominent banker 
of St. Louis and East St. Louis, IIl., was 
elected treasurer of the International 
Life of St. Louis at a meeting of the 
board of directors last week. He fills 
the vacancy caused by the recent death 
of Fred L. Tipton. Mr. Schlafly has 
been a director of the International Life 
since its organization more than 16 years 
ago. He is chairman of the executive 
board of the Union Trust Company of 
East St. Louis, Ill, and on the direc- 
torate of banks in St. Louis ane several 
smaller cities in Illinois. The Interna- 
tional Life now has more than $270,- 
000,000 of insurance in force and assets 
of approximately $40,000,000. 


H. E. Van de 
Walker of Ypsi- 
lanti, Mich., state 
manager of~* the 
Peoria Life, who 
broke all records 
for number of ap- 

plications per 
} month, is now 
resting on his lau- 
rels to some ex- 
tent, but will 
round up a hand- 
some business for 
the year. Mr. Van 
de Walker, with the help of the Rotary 
Club of his city, secured 717 applications 
in November for $1,370,250 insurance. 
He is one of the civic leaders of Ypsi- 
lanti and is interested in many activities. 
The Peoria Life regards him as one of 
its main men. He has been on the ban- 
ner list for many years. 





Those who attended the meeting of 
the National Convention of Insurance 
Commissioners in Chicago last week 
‘were impressed with the entertainment 
that was provided by the Illinois old line 
companies. A banquet was given under 
their auspices as was the theater party. 
There were many other courtesies ex- 
tended that were highly appreciated. 
Walter E. Webb, vice-president of the 
National Life, U. S. A., who was secre- 
tary of the committee, deserves special 
mention because he was the man at the 
helm in carrying out the plans of the 
committee. Mr. Webb was on the job 
from early in the morning until after 

midnight looking after the welfare of 












WALTER E. WEBB 
Vice President National Life U. §, A 
Who Had Charge of the Entertainment 
Features at the Insurance Com- 
missioners’ Convention 


the commissioners, the members of their 
staffs and the visitors. He had to super. 
vise all the details some of which were 
perplexing. Mr. Webb won many 
plaudits by the easy and diplomatic way 
that he disposed of all the duties at- 
tendant on his work. 


Minor Morton has resigned as agency 
director of the Atlas Life of Tulsa, Okla. 
Mr. Morton is well known in the insur- 
ance world. Before connecting with the 
Atlas Life he was vice-president of the 
Volunteer State Life. 


L. D. Drewry, head of the L. D. 
Drewry & Co., general agency of the 
Mutval Benefit covering Ohio, who 
spends much of his time in the winter 
at Daytona, Fla., is in Cincinnati for a 
short time. Mr. Drewry has been heavily 
interested in Florida real estate and has 
recently sold two of his large farms 
for subdivision purposes at handsome 
figures. He is an enthusiast on Florida 
and believes it will keep on growing 
until it has a population of 10 million 
people. 

Mrs. A. B. Price of St. Louis was 
the leading producer of the Central 
States Life of St. Louis in, November. 
Mrs. Price’s achievement was _ note 
worthy, as much of her time during 
that month was taken up with her efforts 
to help put over the St. Louis Com- 
munity Fund drive. Mrs. Price’s team 
was the leader of the Community Fund 
workers. Her team showed an increase 
of 200 percent over the amount raise 
last year. Several other agents for the 
Central States Life were on the team. 


Jay G. Sigmund, v vice-president of the 
Cedar Rapids Life, is not only a life in- 
surance executive, but is a poet. He 
was written two or three books previous 
to the one that is just off the press 
known as “Drowsy One.”  Thest 
poems were written for different mag? 
zines. Mr. Sigmund has a lilting 
style that is fetching. He deals with 
common subjects in which all are in- 
terested or know something about. 
“Drowsy One” by the way is the inter- 
pretation of the Indian name “Iowa. 


Arthur C. Mead, Pennsylvania mat 
ager for the Merchants Life, died Satur- 
day at his home in Philadelphia. PD 
had been ill for several weeks. 3} fe 
Mead had been with the Merchants Life 

(CONTINUED ON PAGE 18) 
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Offering Something New and Different 


to 


GENERAL AGENTS 


Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 








PROSPECTS OR “SUSPECTS?” 








We have devised a unique PRE-APPROACH PLAN which 
ABSOLUTELY transforms “Suspects” into PROSPECTS. 


A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 
insuring the child as well as the beneficiary—a “TWO-IN-ONE 
CONTRACT” waiving further premium payments in event of death 
or disability of the parent or guardian. This contract is non-medical 
up to $2,000.00 and insures children from one day old to nine years. 
Paying in monthly sums when the child is ready for College. 





A closing argument in pictures and facts put up in a convenient 
CANVASSING PORTFOLIO which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 





Many other NEW FEATURES in the making that will materially 
assist our representatives. 





MEN OF CHARACTER AND ABILITY WANTED 














The Bank Savings Life Insurance Company 
Of Topeka, Kansas 


GEO. L. GROGAN 


Manager of Agencies 


Company Incorporated 1908 Guaranteed Low Cost 
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What a Live Life Representative Can Do 
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TENNESSEE 
MINNESOTA 


CLARENCE E. LINZ 


Southland Life 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$100,000,000 


Admitted Assets 


$10,600,000 


Advantageous agency contracts open to men 


Our standards are high, our requirements 
strict, but we can offer remunerative and 
pleasant agency connections to the right men. 


Agency Manager 
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for ten years, most of that time with the 
Philadelphia office, in charge of the 
company’s business throughout this 
state. Previous to that he was with the 
Royal Life in Harrisburg. 


. H. McCarthy, chairman of the 
board of the North American Life of 
Chicago, died suddenly at his home in 
Des Moines Saturday. Death was 
caused by heart trouble. He was 52 
years old, and had lived in Des Moines 
for 25 years. He had been connected 
with the North American Life for 25 
years. 


Isaac L. Fiske, for the past 25 years 
a well known life insurance man in Ne- 
braska, died at his home in Lincoln last 
week. Mr. Fiske was general agent for 
the Old Line Bankers Life, with which 
he had been connected for most of his 
active business life. His son Harold 
was killed in the world war, inflicting a 
shock from which he never entirely re- 
covered. He was 70 years of age. 


H. B. Hill, president of the Mutual 
Life of Springfield, Ill., is president of 
the Abraham Lincoln Hotel Building 
Company that has just erected the new 
Abraham Lincoln hotel, which was 
opened a few weeks ago in that city. 
Associated with Mr. Hill in the build- 
ing company are James Fairlie, as vice- 
president and Dr. J. R. Neal, secretary 
and treasurer, both being officials of the 
Mutual Life of Illinois. Harry Morgan, 
a well known local agent in Springfield, 
is a director of the hotel building com- 
pany. This hostelry is located adjoining 
the Mutual Life of Illinois building. The 
hotel cost $1,500,000. The structure is 
12 stories high and has 300 rooms with 
baths. The hotel is modern in every 
respect and reflects great credit on the 
promoters. - 

A nationwide campaign to create a 
new market for 100,000,000 bushels of 
corn, by the use of corn sugar, has been 
launched by George Kuhns, president of 
the Bankers Life of Iowa. In an eight- 
page folder which he is mailing to 300,- 
000 policyholders of the company, Mr. 
Kuhns sets out that if the American 
people would use corn sugar, the coun- 
try’s entire exportable surplus of corn 
would be consumed, farmers of the corn 
belt would get a better price, and pros- 
perity would return to the agricultural 
west. 


Thomas E. Lovejoy, president of the 
Manhattan Life, announces the engage- 
ment of his daughter, Miss Henrietta 
Lovejoy, to Hugh Addison Mitchell of 
New York City and Brunswick, Me. 
Miss Lovejoy is a graduate of the Gard- 
ner School, while Mr. Mitchell is a 
graduate of Bowdoin, class of 1919, and 
during the World War served in the 
United States naval air forces. 


R. A. Trubey, state manager for the 
Guardian Life in North Dakota, was 
reelected president of the Red River 
Valley Council, Boy Scouts of America 
at the annual election held recently in 
Fargo. 


Charles F. Junod, vice-president of the 
Bank of America in New York, died last 
week at the age of 46. Mr. Junod was 
formerly a member of the general 
agency firm of Mann & Junod, who had 
the Northwestern Mutual Life at 
Omaha. Both men had been connected 
with the Chicago general agency before 
being promoted to the Omaha general 
agency. While in Omaha, Mr. Junod 
became connected with one of the offi- 
cials of the financial brokerage house of 
Kountz Bros. of New York, and went 
to New York to be associated with him. 
Later Mr. Junod became vice-president 
of the Atlantic National Bank. He was 
46 years of age. Mr. gunet graduated 
from Knox College in Galesburg, Iil., in 


1905. Mr. Junod lived at Pelham, N, 
He was a director of the Pelham \y 
tional Bank. He is survived by 
sons, Charles F. Junod, Jr., and Robe 
Junod. 


Associates of President E. W. Ran 
of the Minnesota Mutual are planniy 
a unique gift for him on his 67th birt 
day anniversary, Jan. 1. At that ting 
there will be presented to him a volun 
bound in leather and made up of thy 
individual December production recor 
of every Minnesota Mutual salesman. 


Dr. James Taggart Priestley, 73, die 
suddenly at his home in Des Moine 
Friday. He was one of the best know 
physicians in the state and had b 
active in medical circles for more t 
50 years. At the time of his death ly 
was medical director of the Royal Unio 
Life, which position he ‘had filled fp 
several years. Although he retired from 
active practice three years ago he cop 
tinued his services to the Royal Unig: 
and was in his office the day before his 
death. He was prominent in civic ac 
tivities. 

F. M. Hubbell, founder of the Equita 
ble Life of Iowa, who has been serious|y 
ill with pneumonia for several days, is 
reported somewhat improved but stil 
not out of danger. He is now the chair. 
main of the board of the Equitable. 


Gerald A. Eubank of Hart & Eubank 
managers of the Aetna Life in Ney 
York City, has written an article for the 
current issue of “System” entitled 
“What Business Insurance Is and What 
it Covers.” 


Hugh D. Hart of Hart & Eubank 
managers of the Aetna Life in New 
York City, has gone to Little Rock 
Ark., his old home, where he will 
tendered a dinner by the Rotary Club 
He will return to New York City in 
January. 


Mrs. John A. Sullivan, wife of the 
vice-president of the Great Norther 
Life, died a few days ago, the funeral 
being held at Wausau, Wis., her oll 
home. President H. G. Royer and Sec: 
retary C. O. Pauley attended the funerel 
services. 


John L. Rich, for several years cash- 
ier of the Des Moines office of the 
American Life of Detroit, has been ap- 
pointed secretary to the president. In 
addition to his regular duties Mr. Rich 
will make a special study of estate 
analysis. 


Approve Commonwealth Increase 


Stockholders of the Commonwealth 
Life of Louisville have approved of 3 
plan for increasing capital stock from 
$1,000,000 to $1,250,000, the plan being 
to allow present stockholders to sub- 
scribe to the new stock at $12.50 a shart 
to the extent of 25 percent of their pres- 
ent holdings, the new stock to be issued 
shortly after the first of the year. The 
stock is quoted in Louisville at $43, but 
figured at $35 in company transactions 
If a stockholder could not or did not 
wish to take his pro rata of the new 
stock at $12.50, he can sell his rights at 
$22.50 a share, the buyer of the right 
then paying $12.50 a share, or a total 
of $35. 


Adopts “Old Faithful” Trademark 


The Mutual Trust Life has adopted ‘ 
its trademark a picture of Old Faithtu 
Geyser in Yellowstone National pat®. 
together with the slogan “As Faithtu! 
as Old Faithful.” The company expec 
to develop the use of this trademar 
and slogan until they become well iden- 
tified with the name of the Mutual Trust 
Life. The 1926 calendar which the — 
pany is distributing will carry a bee 
reproduction of this painting, wie M4 
a beautiful work of poster art. Thes 
calendars will convey the idea o! = 
faith and unfailing regularity where 
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‘planni | ized his own force of men, who have 
ith bi Merge Washington Life Has a Number | De®", writing insurance since then for 
that ting of General Agency Changes at Sev- Associated with Mr. Osborne will be 
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The George Washington Life an- 
punces the appointment of Fetz & 


, 73, diefoung, as general agents at Detroit, 
; MoinelillMich., with address 301 Donovan Build- 
st know—mae. Both P. J. Fetz and W. F. Young 
iad b e men well known in Detroit's busi- 


ore t 
death hf 
al Uniod 
illed fo 
red fron 


ss circles. 
The Bowman-Agee insurance agency, 
he well-known insurance concern, has 
een appointed general agent for the 
eorge Washington Life at Hunting- 
he confn, W. Va. Stewart Bowman, Mr. 
il UnioiAgee and J. A. Mayer, the active men 
efore hifmm the organization, belong to Hunting- 
Civic acfMpn’s big business set. 
At McBee, S. C., the George Wash- 
ngton Life has appointed H. H. Wat- 






















Equits 2s, a well-known citizen and the for- 
seriously mer postmaster, as general agent. He 
days, sg Organizing several counties. 
but stile The George Washington lost by death 
e chair.gene of its most valued general agents in 
ble. homas A. Coleman, who for nearly 
0 years had represented the company 
Eubank tt Macon, Ga. The company has ap- 
in Ney@pointed Miss Ruth L. Thames as cash- 
for ther at the Macon branch office and 
entitled Mbcorge W. Hadaway has been appointed 
d Wha Mepcneral agent. , 
Newman Laser, widely known in Ma- 
onic circles in northern Georgia, has 
Cuban: Meee” appointed general agent at Atlanta, 

N : a., under direct reporting contract with 
° R 4 he home office. 

Th Miss Ernestine Daves has been ap- 
wl * Bpointed district manager of the George 
bie “0> BWashington Life at Louisville, Ky., co- 

"'Y "Bperating with the company’s general 

pgent, F. O. Redford, in intensive work 

: n that part of the state. 
of the 
ortheri 
funeral TWO AGENCIES ESTABLISHED 


er old 
id Sec- 
funeral 





Indianapolis Life and the Michigan Mu- 
tual Life Open General Supervising 
Offices at Davenport 





cash- 
of the Two new general agencies have been 
en ap- Hestablished at Davenport, Ia., one by the 
t. In Bi lndianapolis Life with Harold J. Plack 
_ Rich as general agent and the other by the 
estate Michigan Mutual Life under Jj. E. 


Walker. 

Mr. Plack, who came from Peoria 
ise with four years’ experience, led the 
vealth agents of his company for production 
as with slightly more than $400,000 for the 
from [St 11 months of the year. He has been 
being ave". the eastern Iowa and western 


a Illinois district. 

Mr. Walker built up a business of 
_ ff 510,000,000 a year for the Michigan 
cued | Autual at Grand Rapids with jurisdic- 
"The tion over all of Michigan except Detroit. 


‘hut Mele has had 14 years’ experience and 
rons has been given 80 counties in Iowa and 
: not Illinois to organize. 





tsa! §GETS HOME OFFICE AGENCY 





Otis A. Osborne is Appointed to Impor- 
tant Position by the Common- 





rk wealth Life of Louisville 

d as 

hful LOUISVILLE, Dec. 17.—The Com- 
ark, monwealth Life, Louisville, has an- 
hfu! nounced that Otis A. Osborne has been 
ects ‘ppainted manager of its home office 
ark agency succeeding A. L. Noe, who has 
len- ®en in charge for four years. 

rust t. Osborne is an experienced field 
om- man and has made an excellent record 


rge 4s an organizer and developer of inex- 
| 1S Perienced material, coming to the com- 
ve} — well qualified to develop a repre- 
ee agency. Mr. Osborne made a 

the  pawrad as an account solicitor for 
in Ouisville National Bank, and was 
Charge of the insurance savings de- 













George C. Monroe, who will be assist- 
ant general agent, he having formerly 
been a successful solicitor in this terri- 
tory for the Bankers Life of Des 
Moines. Mr. Osborne has also brought 
four of his own soliciting workers with 
him, these being O. B. Lewis, R. Foster, 
Roulston W. G. Kirn and Harry Daven- 
port. 

At a meeting on Saturday, Dec. 12, of 
the agency men under Mr. Osborne, re- 
sulted in these men pledging themselves 
to write over $2,000,000 of business in 
1926. 





J. C. Handshoe 


The Equitable Life of Iowa announces 
the appointment of Joseph C. Handshoe 
as agency manager of a new agency for 
Brooklyn and Long Island, with head- 
quarters in Brooklyn. 

Mr. Handshoe has had extensive and 
successful experience with the Equitable 


Life of New York and the New York | 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, i 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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Life. From September, 1921, to March, 
1925, he was connected with the former 
company in New York City, most of 
that time as assistant agency manager. 


bd . In March, 1925, he went to the New 
York Life as agency organizer in New 
York City. He has been highly suc- 


cessful in his connections with both of 
these companies. 


Insur ance Com an Fanny Miner and Margaret Dissette 
p y The Hackleman & Shields general 
sesecy = the gpa nae Mutual 
Louis ife at Indianapolis announces the ap- 
St. Mo. pointment of Fanny Miner and Mar- 
garet Dissette as agents in the women’s 
department. They are building up a 
strong women’s department. Miss Jen- 
nie Thompson and Dr. Martha Smith 
have been connected with it for a num- 
ber of years, being successful especially 
in writing deferred annuities for busi- 
ness women, 





General Agency Openings in 





A. H. Tetting 


general agent of the Great Northern 

Life at Milwaukee to succeed E. A. Mar- 
MISSOURI SOUTH DAKOTA thens, who resigned to go to San Diego, 
Cal. Mr. Marthens has long been 
prominent in life insurance circles in 
Milwaukee. At one time he was presi- 


dent of the Wisconsin Insurance Fed- 
eration and has been active in civic af- 








fairs. 
All Ages up to 65. Gordon E. Hanson 
Participating and Non-Participating. ae E. Hanson ape A oe 
pointed general agent of the utua 
Standard and Sub-Standard. . Benefit Life at Salt Lake City, succeed- 
Disability and Double Indemnity. ing G. F. Eckstrom, resigned. Mr. 


Hanson had been serving the Mutual 
Benefit as field service manager. 





ASSETS: $6,500,000 
John S. Gaynor Agency 
INSURANCE IN FORCE $65,000,000 The Brooklyn National Life has ap- 


pointed the John S. Gaynor Agency as 








its second general agency in Brook- 





lyn. Louis Lax and David Lowenkron 





are partners with Mr. Gaynor in the 
agency. Mr. Gaynor has carried on a 





casualty and fire business for about 15 





ILLINOIS FLORIDA A. H. Tetting has been appointed | 


years. He has served Brooklyn as 
derman for sever. ‘erms. 


W. F. Gale 


Harry G. Everett, state manager 
California for the Lincoln National | 
as Los Angeles has anounced the 
pointment of W. F. Gale as associz 
manager of this agency. Mr. Gale} 
been connected with this agency sing 
its establishment by Mr. Everett, entg 
ing its service as cashier and later bei 
promoted to the position of agency 
ganizer. ; 








C. L. Winey 


C. L. Winey, field supervisor of ¢ 
Mutual Trust Life for three years, 
severed his connection with the cop 
pany in order to go to California , 
account of the ill health of his daught 


W. J. Mayer 


Walter J. Mayer, San Francisco, } 
formerly of Salt Lake City, has beco: 
a partner of Edwin C. Kahn, gene 
agent there for many years past of § 
Aetna Life. The new name of t 
agency will be Kahn & Mayer. & 
Kahn has long been an active mem 
of the Utah Life Underwriters’ Assoc 
ation. 








Albert McArthur 


The New York Life will open a ne 
agency Jan. 1 in the American Bond t 
Trust Company building, 10 South L 
Salle street, with Albert McArthur a 
agency director. Mr. McArthur ha 
been doing agency work on the wes 
side of Chicago and was formerly agent 
organizer in the Fisher building branc 


J. H. Smale 


The Mutual Life of New York a 
nounces the appointment of J. H. Smak 
as district manager for Northern Alberta 
with headquarters at Edmonton, Alta. 


M. D. Johnson 
M. D. Johnson, manager of the Mar 











hattan Life in Chicago, has resigned. 

















MUTU AL TRUST EASTERN STATES ACTIVITIES i 





SHOWS RECORD ENROLLMENT 


LIFE INSURANCE COMPANY — |) ew vere sisi rte rnrnc 


Training Course Has Its Tenth 








‘ Term Under Way 
Of Chicago 

NEW YORK, Dec. 17.—The New 
—One Mendred Millions of insurance in force. York University life insurance training 
—Purely Mutual. course opened its tenth term with the 
—Strictly full level premium legal reserve. largest enrollment it has ever had, ac- 
—lIssues regular policies from ages 10 to 65. cording to announcement made by Di- 
—Writes as i } B A and P f ; } Men's P. li ‘ rector Griffin M. Lovelace. 


The class .includes representatives 
from 44 agencies of 22 companies. Many 
of these students come from agencies 
that have been using the New York 


~-Issues a special Ordinary Life with many attractive conversion 
«Writes Child’s Endowments at all ages. 


—Offers an attractive Income Bond Policy. University school for their training work 
—Grants a new Disability clause, which is a winner. ever since it was started. In addition 
to the students —_ New York, there 
are representatives from several states 

For Agency Openings, Address the Home Office, and also from Canada. 
The Chicago Temple Building, Chicago, Illinois As usual, emphasis is laid upon the 


necessity of soliciting during the course, 








and this class, like its predecessors at 











New York University, shows a very sat- 














Grange Life Insurance Company 
Lansing, Michigan 
N. P. HULL, President 


NET ASSETS HIGH INVESTMENT RETURN HIGH 
POLICY VALUES HIGH OVERHEAD LOW 


If ambitious, look us up. You'll find an unusually substantial record and liberal policy toward salesmen and sales organizers. 




















isfactory production, despite the fact tha 
the percentage of beginners is large. | 

The graduates of the New York Un: 
versity training course, who have orgat 
ized an alumni chapter, hold monthly 
meetings for the purpose of exchangin 
ideas and maintaining an active interes 
in the course they have taken. The next 
meeting will be held Dec. 22 at the He 
tel Commodore. The principal speakers 
will be Burr McIntosh and Ralph 6 
Engelsman, instructor in life insuranc 
salesmanship at New York University. 

The winter class in the training cours 
will start Jan. 4, 1926, 





IS MADE AGENCY SECRETARY 





C. F. Milair is Promoted to Responsible 
Position at Head Office of 
George Washington Life 





Cleveland F. Milair has been a 
pointed agency secretary of the Georg 
Washington Life. He is the eldest 5 
of Vice-President and Secretary E. t 
Milair and obtained his initiation 
life insurance affairs as a boy during the 
Great War. The obtaining of efficiett 
office assistants was a difficult matte 
He came to the rescue and, at odd hours 
out of school, helped at the home 0 s 

Then, later, he spent every “ummer * 
a vacation substitute in the company ed 
various department. When he —_ iy 
his course at Washington & Lee be 
versity, during the last year of we 
specialized on business administra — 
economics and accounting, he then ¢ 


tered the direct employ of the compan} 
as agency statistician, 
the agency committee and was 
quently sent out by the manag 


al 
was secretary © 
also ire 
ement of 
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missions of various sort as well as car- 
ing for advertising matter by the man- 
agement. His duties as agency secre- 


tary include not only the work of the | 
agency department but many other du- | 
ties connected with the executive de- | 
He succeeds L. R. Ringer, | 


| 


partment. 


| 
| 


president; Dr. M. T. McCarty, medical 
director, and Joseph C. Lockwood, 
agency supervisor. 





Charged with Twisting 


Commissioner Hands of Michigan 


who leaves the company to take a spe- | has cited R. B. Zane, an agent for the 


cial course in college. 





Detroit 


Life at Berrien Springs, to 
appear in Lansing Dec. 22 to show cause 


woODS AGENCY DAY’S PLANS | why he should not lose his license for 





Big Pittsburgh Office Will Devote Fri- 
day of This Week ‘to Soliciting 
Bequest Insurance 





PITTSBURGH, Dec. 17.—The Ed- 
ward A. Woods Company, general agent 
of the Equitable Life of New York, will 
devote tomorrow to soliciting life insur- 
ance for the benefit of charitable, re- 
ligious and philanthropic institutions. 
The entire agency force will be on the 
firing line in this great effort. Manager 
Woods advertised the project through- 
out his territory. 
from various prominent men in the coun- 
try endorsing the idea. Dr. 
Alexander, pastor of the First Presby- 
terian Church of Pittsburgh and former 
moderator of the Presbyterian church of 
America, spoke over the radio from the 
Westinghouse Station in Pittsburgh, 
Wednesday evening on “Benevolent In- 
surance.” 


People’s Life Conference 


Agents of the People’s Life in the 
territory under the supervision of Hugh 
Jeffry of Fort Wayne held a meeting 
recently at Huntington, Ind., with much 
of northeastern Indiana represented at 
the meeting. Harry M. Woods, general 
agent for Huntington county, was host. 
A. B. Smith, general agent for Lagrange, 
Steuben and Noble counties, was toast- 
master. Those present from the home 
ofice were Arthur C. Lovette, vice- 


| 


alleged violation of the anti-twisting 
section of the Michigan insurance laws. 
The citation followed a personal visit 
of Deputy Commissioner Horace B. 
Corell to Berrien Springs where some 


| inquiry was made in regard to charges 


| 
i 


He received letters | 


Maitland | 


of “twisting” policies preferred against 
Mr, Zane. A number of affidavits were 
obtained at that time which indict the 
Detroit Life agent most severely. The 
evidence secured was of sufficient weight, 
in the opinion of department officials, 
to warrant the citation and if the 
charges are supported Mr. Hands prom- 
ises that the license will be cancelled 
immediately. 





Aetna School at Indianapolis 


P. W. Simpson, manager of the life 
and accident department of the Aetna 
Life at Indianapolis, will hold an agents’ 
training school Jan. 25 to Feb. 12. L. G. 
Saunders from the home office will 
launch the school and later Robert Hall 


| of the Indianapolis agency will handle 


the instruction work. C. Deckard, 


| who has been promoted to agency super- 


| 
| 


| operate with Mr. Hall. 


visor of the Indianapolis branch, will co- 
Mr. Simpson 
expects to enroll as a minimum 25 stu- 
dents for the school. 


Mutual Trust in Vermont 


The Mutual Trust Life has been 
licensed in Vermont. Francis J. Ahearn 
of Barre and E. A. Lander and E. R. 
Hunting of the same city have been 
appointed agents. 














IN THE MISSISSIPPI VALLEY 














TWIN CITIES SHORT COURSE , SHOWS BIG GROWTH IN IOWA 








Notable Galaxy of Talent to Appear at | Commissioner Kendrick in Report Com- 


Institute in February, Conducted 
by Y. M. C. A. 





MINNEAPOLIS, Dec. 17.—The larg- | 


est life insurance institute conducted in 
the Twin Cities in recent years is prom- 
ised for February when the Y. M. C. A. 
puts on a three-day short course open 
to all life insurance men of the state. 

Both the Twin City Life Underwriters 
and the Minneapolis Life Underwriters 
Association are giving their moral back- 
ing to the undertaking, though they are 
not financing it. 


Well Known Men to Lecture 


Among the lecturers to speak at these 
meetings are Dr. S Huebner, Uni- 
versity of Pennsylvania; Dr. John A. 
Stevenson, vice-president Equitable Life 
of New York; Winslow Russell, vice- 
President Phoenix Mutual Life, and H. 
P. Gravengaard, agency educational di- 
rector of the Aetna Life. 

The institute was approved by W. C. 
Jones, educational director of the St. 
Paul Y. M. C. A. and A. H. Speer, 
educational director of the Minneapolis 
Y.M. C. A. 





To Keep Out of Fire Line 


A. M. Embry, agency manager of the 
Equitable Life of New York in Kansas 
ity, has notified his Kansas City agents 
to eliminate fire insurance from their 
Canvass. He stated that if they could 


| State. 


| thereof.’ 


| partment were $1,301,296, with a 
operating expense of $53,216. There was 


not write enough life insurance to carry | 


them along, he did not want them in 
his organization. The Insurance Agents 

Ssociation of Kansas City recently took 
up with Mr. Embry the subject of loan 


ments on Development in Past 
12 Years 





DES MOINES, Dec. 17.—In his an- 
nual report Commissioner Kendrick 
gives some interesting figures on the 
development of the insurance business 
in this state. He says: 

“The enormous development of the 
insurance business in this state has oc- 
curred during the last 12 years. It is 
an interesting fact that the amount of 
insurance in force of one of the larger 
Iowa life companies at the end of 1924 
was considerably more than the amount 
of insurance in force of all Iowa life 
companies at the close of 1912. 

“It is also a fact that the total ad- 
mitted assets of each of the two of our 
largest life companies at the end of 
1924 exceeded the total admitted assets 
of all lowa companies 12 years previ- 
ously. 

“An examination of the records in my 
department discloses a further interest- 
ing situation. Iowa life companies re- 
ceive more in premiums from business 
outside of Iowa than all the non-lowa 
companies receive from business in this 
The balance in favor of Iowa 
companies at the end of the year 1924 
amounted to $17,282,637. I doubt that 
this record is excelled by any state west 
of the Mississippi river and by few east 
In 1924 the net receipts of the de- 
net 


turned into the general funds of the 


State $1,248,079 over and above the op- 


| erating expenses of the department. The 


representatives of the company broker- | 


ing fire insurance. 


net disbursements were 4.09 percent of 
the net receipts. 


For the month of October ordinary 


| life insurance in Iowa showed a gain of 

















The New Policies 


You certainly would like our new ones. They will 
be ready very soon. Drop us a line. We may have 
just the right opportunity down your way that will 
8 SS SE AS Sad NE ENED Ee 
8 a 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 












































el The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 


Address inquiries to: 
F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 
Decatur, Illinois. 


and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 
7 
@ 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 

















We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 


















FOR PEORIA AND SOUTHERN ILLINOIS 


An “old-time” state agency contract with non-forfeiting renewal com- 
missions and some “honest-to-goodness” cooperation now open to a 
man who can demonstrate ability to do a real job of agency building 
in that splendid state. 


Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office Kansas City, Missouri Ralph H. Rice, President 
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C. W. Brandon, President 








WHY TAKE A CHANCE? 


YOUR RENEWALS are equal to the interest 
income on an investment of the sum of all the first 
year premiums on the business you write. If you 
were making an investment of this amount you would 
be very careful about the security. You wouldn’t 
want some one ahead of you with a prior claim. 


IF YOU LOSE YOUR RENEWALS IT 
MEANS THE SAME THING TO YOU AS 
LOSING THE PRINCIPAL WHICH WOULD 
PRODUCE YOUR RENEWAL INCOME. 


YOU CAN’T AFFORD IT! 


The Columbus Mutual Life Insurance Company 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal commis- 
sions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are auto- 
matically, Ordinary Life if you die; optionally, Lim- 
ited Payment Life if you live; guaranteed endow- 
ments at age 65. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 
D. E. Ball, Vice-President and Seey. 








— 





tT 





q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Nati enalwe 
Gacdian if 


Home Office, Madison, Wis. 
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9 percent, with $12,276,000 of new busi- 
ness written and paid for. In the first 
ten months of 1925 lowa life insurance 
increased 16 percent over the same pe- 
riod last year, and made a gain of 14 
percent in the last 12 months over the 
preceding 12 months. 





Buys New Home Office 


J. C. Seeger, president of the Quick | 


Payment Life of St. Louis, has an- 
nounced the purchase ty his company 
of the St. Louis Times building. Nego- 
tiations are also pending for the pur- 
chase by the Quick Payment company 
of a six-story building adjoining the 
Times building. If the deal for the 
second building is consummated the in- 
surance corapany wii! have a total in- 
vestment in the Broadway and Chestnut 


property of approximately $1,210,000. | 


The Times building is 14 stories and is 
Girectly across the street from the Court 
House. President Seeger said that the 
Quick Payment Life acquired the build- 
ing as a home office and also for an 
investment. For the past several years 
the company has occupied quarters in 
the United Home building. 

In the first nine months of this year 
the company wrote $6,452,866, compared 
with $5,108,548 for the same period in 
1924. Its total assets on October 1 
amounted to $573,332, an increase of 
$83,880 from Dec. 31, 1924. Its insur- 
ance in force on Oct. 1 was $14,292,461, 
compared with $11,279,799 on Oct. 1, 
1924. 


Good Volume at Duluth 


Volume of life insurance written in 
Duluth, Minn., and adjacent territory 
in 1925 will show a substantial increase 
over last year, general agents there say. 
“This has been a satisfactory years for 
us,” said a representative of one of the 
old line companies. “All of the plans 
we are offering have attracted a good 


will be shown when it comes to the ting 
to make up our reports. Ordinary lit 
plans have sold well and forms of indys. 
trial insurance offered have proven popv. 
lar during the year.” Agents noted , 
tendency on the part of insureds to take 
out larger policies than had been th 
| case up to a couple of years ago. 








Claim “Proxy” Was Examined 


That Harry Aaron obtained his $10. 
000 insurance policy in the Internationa 
Life & Trust by having a proxy take 
the physical examination for him is the 
contention the company is making ina 
suit brought against it at Minneapolis 
by the executors of the Aaron estate 
Additional insurance to the amount of 
$25,000 placed in other companies is in. 
volved in the action alse. 

The company claims Aaron knew he 
was physically unable to pass the ex- 
amination and so sent another to take 
it for him. The company also claims 











volume of business and a healthy gain 


| widow, was 


Aaron misrepresented his age. The 
plaintiffs insist all the requirements in 
the application and policy were com- 
plied with. 





Was Not Intoxicated 


Mrs. Kate Cavanaugh, St. Louis, a 
awarded judgment for 
$2,253 by a jury in the St. Louis circuit 
court on a life insurance policy on her 
son, John Cavanaugh, who was killed by 
a fall from a second story window of a 
hotel in Denver, in August, 1923. The 
North American Union resisted payment 
on the policy through a clause which 
provided that the company would not 
be liable if Cavanaugh drank intoxicat- 
ing liquor to such an extent that his 
health would become impaired as a re- 
sult. The company contended that he 
fell from the window while suffering 
from delirium tremens. Mrs. Cavanaugh 
presented testimony to prove that her 
son was murdered by an unknown per- 
son who pushed him from the window. 











IN THE SOUTH AND SOUTHWEST | 











BANKS INTERESTED IN SCHOOL 


Officials in Houston Insurance 
Course Is Indicated 





Large Enrollment of Trust =" 


HOUSTON, TEX., Dec. 17.—Insur- 
ance and trust officials backing the 
Rockwell insurance school, which will 
open in Houston, Jan. 25, and run to 
March 26, are jubilant over the action 
taken by the South Texas Commercial 
National Bank of Houston. The bank 
has asked permission to enroll an official 
of its trust department in the Rockwell 
school. Other banks also have inquired 
into the benefits to be derived from the 
school and there is a possibility that 
every bank in Houston may be repre- 
sented at these sessions. Such was the 
news given out by Ike Hill, president of | 
the Houston Life Underwriters Associa- 
tion. 

The underwriters have made guaran- 
ties to Dr. Rockwell, contract has been 
signed by both parties and the school 
is a certainty for Houston. It is the 
first thing of its kind for Houston. The 
sessions will be held each morning in 
the assembly room of the Houston 
Chamber of Commerce. This action on 
the part of the Chamber of Commerce 
has made many insurance friends for 
that municipal organization, also, it was 
said. 

Houston May Fill Enroliment 

The action on the part of the banks 
of Houston shows very plainly the grow- 
ing use of insurance in the trust depart- 
ments of the banks, Mr. Hill declared. 
Should the banks and insurance com- 


| Underwriters 


| of a 1,500,000-bale cotton crop, regard- 


that a sufficient number could not be 
secured at Houston. This offer may not 
be extended as indications point to a 
large class right in Houston. , 

The Life Underwriters Association of 
Houston received its charter of incor- 
poration last week. This will enable the 
organization to function in a wider field 
and more effectively than as a mere as- 
sociation. It will enable the association 
to clear up the business and weed out 
the unethical men. 


OKLAHOMA CONDITIONS FAIR 








Have Had to Work 
Harder for Increase Than Usual, 
but Prospects Are Good 





OKLAHOMA CITY, Dec. 17.—“We 
are about to close the year, and Okla- 
homa life underwriters will show a rep- 
resentative increase in life insurance 
placed,” said Carol C. Day, former pres- 
ident of the Oklahoma Association 0! 
Life Underwriters and general agent for 
the Pacific Mutual Life. “By represen- 
tative I mean as compared with general 
increases shown throughout the south- 
west. Personally I am not very opt 
mistic about conditions in Oklahoma 


|nor about the prospects for life insur- 


ance in Oklahoma. Still, my conclusions 


| are that this business for 1925, increase 


. 
as it is in volume, is traceable more 


| better organization and more intensive. 
| well-organized work, than genera 
| ditions that exist in the state 


1 con- 


“Of course, we are to feel the benefit 


not 


less of the fact that the crop was had 


marketed at a price such as we 


panies of Houston be represented at | hoped it would yield. Bad weather and 


the school there will be no room for any | unprecedented freeze, in addi 
| ore>nized 


out of town insurance men. it was said. 
Tt had been planned to offer insurance 
men at Dallas and other cities an op- 








portunity to attend the classes, provided | enced some by the remar 


| ing. The figures are, n 


ition to a 
labor conditions, affect tne 


of market- 
quality of the crop and way ths influ- 
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prices are remarkable and volume enor- 
mous, but in the coal section extreme 
muiet prevails. In the oil district, most 
nf which is localized, conditions are 
considerably below what they will have 


tisfactory or safe. 

“Competition is keener than ever, not 
ompetition in our own ranks, but with 
automobiles first hand and second hand. 
Ve naturally would have thought that 
our grievous experience of the last three 
or four years would have made us, as a 
people, reluctant to expand in the line 
of extravagance and susceptible to ex- 
pand in the line of reserve creation, but 
our desire for pleasure seemingly is 
more elastic than our memory of mis- 
fortune. 

“There is plenty of money in the 
country, though the distribution is not 
good. My prediction for 1926 is that 
with continued effort and more intensive 
organization we can meet this competi- 
tion and turn an increasing amount of 
this new wealth, as it is produced, into 
life insurance and other proper chan- 


nels.” 
Trained Underwriters Help 








Agreeing with Mr. Day in the general 
points of local conditions, George 
Lackey, former vice-president and pres- 
ent trustee of the National Association 
of Life Underwriters, observes that 
more reinstatements are being made of 
lapsed policies, and loans on policies are 
not so numerous as last year, which, 
he believes, is a good indication. Early 
fall rains, he believes, have made ‘the 
prospective wheat conditions good, al- 


o be to make life underwriting either | 


bf the lead and zinc mining fields, where | Dallas last week for the celebration of 


| the 25th anniversary of the Dallas 
agency, honoring W. G. Harris, general 
agent there throughout that period. The 
entertainment features were a banquet 
and a theater party. Among the speak- 
ers were Nathan Adams, president of 
| the American Exchange National Bank; 
| D. K. Martin, A. P. Cunningham, E, F. 
| White, J. L. LaPrelle and F. H. Good- 
man, members of the agency staff. Mr. 
Harris presided at the meeting. 





New Florida Company 


The Bankers National Life has been 
licensed with its home office in the 
| Herkimer building at Jacksonville, Fla. 
It has capital $100,000 and _ surplus 
$25,000. R. P. Lounsbury is president, 
E. W. Beerman and E. C. Bigger, vice- 
presidents; Paul M. Pope, treasurer; 
Ray -A. Arndt, secretary. 








Pledge Large Volume 


Agents attending the annual conven- 
| tion of the United Fidelity Life at the 
| home office in Dallas recently pledged 
a sufficient volume of new production in 
| 1926 to increase the business to at least 
| $25,000,000. The officers of the com- 
| pany estimate that this will require ap- 
| proximately $1,000,000 a month during 
| the year. 


Oklahoma Agency Meetings 


Several of the leading state 
have called agency meetings at Okla- 
| homa City the day following or preced- 
|ing the Sales Congress scheduled for 





though proving somewhat injurious to | Jan. 16, Among them are the New York 


cotton. More effort has been required 
to bring life underwriting to the 12 per- 
cent increase reported, he said, than in 
any time in his experience. Business 
has been irregular, with a banner week 
followed by one with little business 
written. Mr. Lackey feels that the fact 
that 65 trained underwriters, direct from 
the Lovelace school of last 
have been released in the state should 
stimulate business in 1926. These 
trained men and women are creating the 
right sentiment toward the profession 
and giving the people the right slant on 
its value. 

This influence is already being felt 
in the fact that more life insurance is 
being sold for specific purposes in the 
state than previously, he said. A ten- 
dency to single premiums and discounted 
premiums is evidenced, Mr. Lackey ob- 
serves. Another point stressed by this 
underwriter is the fact that companies 
not admitted into the state are being 


summer, | 


| pointed a : 
| the Carolina Life of Columbia. 


attracted here by the way the state is | 


being developed, both from the stand- 
point of its resources and from the gen- 
eral demeanor of life underwriting itself. 





Papers Have Life Departments 


The Louisville “Courier-Journal” and 

the Louisville “Times” have found that 
selling group insurance with new sub- 
scriptions has worked out so well that 
they are opening a special life insur- 
ance department. They are offering in- 
surance not only to new subscribers, but 
to old ones as well. 
_It is their aim to get 10,000 risks in 
force. If there are a large number of 
risks, there will necessarily be frequent 
claims. The papers believe that they 
can capitalize the statement of claims to 
the benefit of the community they serve 
by driving home the many advantages 
of life insurance. 





Opens Oklahoma Office 


The Great Northern Life has opened 
an office at 413 Fidelity National Bank 
building, Oklahoma City, to take care 
of its business in that section. A. F. 
Manning, state manager for the life de- 
partment, and F. Warren Brokaw, state 
Manager for the accident and health de- 
partment, will have their headquarters 
there hereafter. 





Aetna Life’s Dallas Meeting 


, Between 75 and 100 agents of the 


Life, Pacific Mutual, Equitable Life of 
New York, Northwestern Mutual, Mas- 
| sachusetts Mutual and the Mid-Conti- 
b= Life. This it is believed will be a 
| 


stimulant to the attendance at the Sales 
Congress. 





McMaster with Carolina Life 


Fitz Hugh McMaster, former commis- 


sioner of South Carolina, has been ap- 


assistant manager of 


He will 


general 


undertake his new duties Jan. 1. 
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R. O. MILES CASE CAME UP 





agents | 


Issue Involved a Non-Cancellable Dis- | 


ability Policy Issued to Well Known 
Life Insurance Agent 


LOS ANGELES, Dec. 16.—A verdict 
awarded Reginald O. Miles $2,500 in his 
suit against the Aetna Life was returned 
by a jury in Federal Judge James’s 
court. Mr. Miles sued for ten monthly 
payments of $500 each on the disability 
clause of a $300,000 non-cancellable pol- 
icy. The award by the jury allowed half 
of this amount. Affidavits were pre- 
sented by Mrs. Miles and a nurse before 
the closing statements, to the effect that 
Mr. Miles was undergoing observation 
in the psychopathic ward of the General 
Hospital. Only one appearance in court 
had been made by him during the trial 
which was the previous Saturday. Mrs. 
Miles said that he had left her upon quit- 
ting the court, saying that he was going 
to drive around all night. It was stated 
that he had been found in the hall of 
the Clara Barton Hospital, moaning and 
holding his head, and had been taken by 
police officers to the General Hospital 
for treatment. 

Mr. Miles was formerly an agent for 
the Aetna Life, and it was said that his 
earnings in commissions amounted to 
$1,500 a month. It was declared that he 
suffered a nervous breakdown two years 
ago, and that he was incapacitated for 
mental or physical labor. 

The company infroduced records of a 
brokerage house in an effort to show 
that he had continued to play the stock 
market after his asserted breakdown, 
and pictures purporting to show him 








etna Life from north Texas were in 




















of ability. 
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engaged in aquatic sports with the in- 


Kaufmann’s 
Systeman 


Security Holder 


is the best leather container on 
the market designed to provide 
a place for Insurance policies, 
bonds and other valuable papers. 


Your client will appreciate that 
such a holder typifies quality 
service. The goodwill that it 
creates will be far in excess of its 
cost to you. It helps deliver 
extra policies. 

The Price is $2.25 

There is a large size at $3.15. 
Others at $1.25 and $1.00. 


Liberal quantity discounts. 


For Sale by 





E. L. KAUFMANN 


Room 700, Austin Bldg. 


111 W. Jackson Blvd. Chicago, III. 


Telephone Wabash 3933 

















Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 


“Conscientious Co-operation 
given Ambitious men, with or 
without previous experience.” 
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tention of proving that he had not beer 
ph aoe, incapacitated. 

r. Miles was formerly manager of 
the Connecticut Mutual Life in San 
Francisco. He was once prominent in 
the life field at Chicago. 


CUTS OUT LIFE CERTIFICATE 





Aetna Life Announces That Non-Med- 


ical Policies Will Take Place ‘of 
Present Contract 





The Aetna Life announces that it will 


discontinue issuing life certificates in the 
accident field 6n Jan. 1. The company 
has also notified agents that it will not 
renew certificates now in force. These 
certificates were separate policits intro- 
duced in the days when burial associa- 
tions were very popular, to assist in 
securing accident business. The policies 
were written for $250 and, later for $300, 
and promised to pay upon the death of 
the insured from any cause. The price 
of the certificate was $5. It was a one- 
year term contract. Very little of this 
business has been written in recent 
years and consequently the loss ratio 
on the remaining business has become 
very high. Moreover, the Aetna Life 
declares that the non-medical life insur- 
ance probably fills the need which the 
life certificate met in earlier years. 





National L. & A. Promotions 


The Nationai Life & Accident has pro- 
moted W. M. Pearson of Houston to a 
superintendency in charge of one of the 
Houston staffs. T. M. Weisinger, also of 
Houston, has been promoted to a super- 
intendency in the Beaumont district. 
W. D. Hall of Nashville is now a super- 
intendent in the home office district. 





Accident Case Decided 


Conclusiveness of Recital in Policy 
That First Premium Had Been Paid.—A 
policy of insurance recited that the first 
premium had been paid. Such policy 
had been left at the home of insured a 
few days before his death. The court 
submitted to the jury the single ques- 
tion as to whether the premium had been 
paid. Held no error. Under the law of 
Ohio the recital in the policy was not 
conclusive on the subject of payment.— 
Parker vs. Mutual Life. Ct. of Appeals, 
Ohio 6th Dist.). Decided Nov. 23. 





National L. & A. Promotions 


The National Life & Accident has 
promoted C. E. Camp of Houston to a 
superintendency there. G. C. Salamon of 
Memphis has been promoted to a super- 
intendency in that district. L. B. Owens 
of Lake Charles has been made a super- 
intendent in that district. A. M. Towns 
of Bryan has been promoted to a super- 
intendency in the Galveston district. T. T. 
Howard of Tyler, has been made a sup- 
erintendent in the Beaumont district. 
S. Balsamo of Chicago 1 has been ele- 
vated to a superintendency there. 


fi Occupational Restriction Set Aside 

LAKE CITY, UTAH, Dec. 17.— 
h supreme court has held that 
the widow of a member of the Macca- 
bees, a fraternal, was liable to pay full 
benefit to the widow of a deceased mem- 
ber who was killed recently in an auto- 
mobile accident while following the oc- 
cupation of a switchman. The policy 


contained a clause which provided only 
part payment in the event of death while 
the member was a switchman and the 
lodge sought to enforce this provision, 
although the man met his death in an 
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accident in no way connected with his 
work as a switchman. The district 
sourt upheld the contention of the lodge 
and awarded only part payment of the 
insurance claimed, $2,000. 

In its decision the supreme court de- 
clared that the restriction in the policy 
applied only when death actually arose 
out of the employment as a switchman. 
Full payment of the policy was ordered. 


T. W. Budlong with Commercial 


Theodore W. Budlong, who has been 
with the A. E. Liverman Agency Com- 
pany of Denver, general agents for Colo- 
rado for the accident and health depart- 
ment of the General Accident in Denver, 
Colo., for the state, has gone with the 
Commercial Casualty in its industrial ac- 
cident and health department at the 
home office. Mr. Budlong will do both 
agency and claim work. He is well fitted 
for the position, having been manager 
for the Bankers Accident in its Omaha, 
Neb., agency for a number of years and 
later superintendent of the Chicago 
monthly premium department of the Fed- 





eral Life. He is a son of E. C. Budlong, 
vice-president of the Federal life. 





Central States Mutual Licensed 


The Central States Mutual Casualty at 
Benton, Ill., has been licensed in Illinois 
to write accident and health insurance. 
It is organized under the assessment 
law. 





National Casualty in Florida 


The National Casualty of Detroit has 
entered Florida and is now licensed in 
all states. The National writes com- 
mercial and monthly accident and health 
business exclusively. 





Organizing Life Company 
The Monarch Accident of Springfield, 
Mass., is organizing the Monarch Life, 
as a running mate. The Monarch Life 
will write only Masons. The officers 
will be the same as those of the acci- 
dent company. 








NEWS ABOUT LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
. etc. Supplementing the “Unique Manuai- 
t”’ and “Little Gem,” Published Annually in May and April respectively. 


Policy Literature, Rate Books. 
ICE, $3.50 and $2.00 respectively. 














AETNA LIFE HAS NEW PLAN, 


Approval Being Asked to Issue Quart- 
erly Premium Exactly One-Fourth 
of Annual 





The Aetna Life, according to informa- 
tion given out at the Insurance Com- 
missioners’ Convention, has applied in a 
number of the states for approval on a 
life insurance policy on which the prem- 
iums are payable quarterly with no 
penalty over the annual rate, and with 
no deduction from the death benefit if 
the assured should die in the first 
quarter. 

In other words, the quarterly prem- 
ium is 25 percent of the annual premium 
and the policy is payable in full at any 
time of the year in case of death of the 
assured. It is said that a number of 
states have approved the contract but 
others are holding out on the ground 
that it is discriminatory against the man 
who pays an annual premium. It is giv- 
ing a privilege to the man who pays 
quarterly to which he is not entitled. 
Others, however, claim that there is no 
class distinction, as anyone has the 
privilege of paying quarterly if he 
chooses and there is no discrimination. 





Acacia Mutual Life 


In keeping with the holiday spirit the 
Acacia Mutual Life of Washington, D. 
C., is issuing a Christmas income agree- 
ment to be attached to its policies by 
the terms of which an amount, varying 
actording to the age of the beneficiary 
when the policy becomes a claim, will 
be paid the beneficiary on the fifteenth 
of each December, thereby supplying a 
Christmas gift in the assured’s memory. 
In the eyent of the death of. the bene- 
ficiary before 20 annual payments are 
made, the commuted value of the re- 
maining payments to complete 20 will 
be sent the beneficiary’s estate. 





EQUITABLE LIFE DIVIDENDS 





New York Company Announces In- 
creased Scale of Payments for 
the Ensuing Year 





The Equitable Life of New York has 
announced an increased dividend scale 
for 1926, over the scale adopted for 1925. 
The apportionment of these dividends 
will be made on a provisional scale sub- 
ject to the approval of the board of 
directors at its annual meeting in Feb- 
ruary. Following are samples of the 
new dividend scale compared with cor- 
responding dividends on the 1925 sched- 
ule, the fifth year dividends in both 
cases including the special dividends: 


Ordinary Life 


_ = _ 

& b Ss Cy os 
~ $ s 2 2 KS 
So © ~ Me - ~ ~ 
Ss ¢s € 2 2 
<n 2 nN v=) = a n 
25 1925 $ 6.57 $12.80 $ 8.53 $ 9.57 $10.32 
25 1926 6.97 14.47 8.93 9.97 10.74 
35 1925 7.80 15.28 9.56 10.72 11.79 
35 1926 8.24 17.16 10.02 11.22 12.37 
45 1925 8.59 17.24 11.00 12.98 15.51 
45 1926 9.15 19.13 11.68 13.81 16.54 
55 1925 10.16 21.56 15.34 18.81 21.85 
55 1926 11.10 23.67 16.65 20.43 23.80 

20 Pay Life 
25 1925 $ 7.63 $15.23 $10.92 $13.04 $15.22 
25 1926 8.02 16.94 11.27 13.35 15.49 
35 1925 8.84 17.68 12.03 14.45 17.29 
35 1926 9.27 19.60 12.43 14.83 17.63 
45 1925 9.53 19.43 13.38 16.71 21.02 
45 1926 10.08 21.35 13.98 17.33 21.53 
55 1925 10.80 23.10 17.04 21.61 26.66 
55 1926 11.73 25.22 18.22 22.84 27.42 
20 Year Endowment 
25 1925 $ 8.36 $17.03 $14.07 $18.12 $24.10 
25 1926 8.74 18.82 14.33 18.28 24.10 
35 1925 9.73 19.78 14.87 19.03 24.88 
35 1926 10.15 21.76 15.19 19.24 24.88 
45 1925 10.46 21.61 15.72 20.39 26.41 
45 1926 11.00 23.56 16.23 20.80 26.41 
55 1925 11.51 24.77 18.44 23.71 29.73 
55 1926 12.43 26.90 19.53 24.69 29.73 





Penn Mutual Life 


Children’s insurance receives a boost 
from the Penn Mutual Life which an- 





M. A. NATION, Pres. 


Universal Life Insurance Company 


Dubuque, Iowa 


at 


WE WANT GOOD MEN 








nounces it will consider applications {q) 
policies not over $5,000 on male liyg 
down to those who have reached the 
twelfth birthday, and on female |iyy 
down to those who have attained foy 
teen years of age. The rates in all suq 
cases will be those charged for age 15, 

Applications for term insurance wif 
not be considered below the present ay 
limit of 18 for males and 21 for & 
males; nor will disability or double jp. 
demnity benefits be granted. The cop. 
pany’s agents are instructed to solic 
only those young applicants whose e&. 
vironment is absolutely first class an 
where there is a good reason for the bo 
or girl carrying any life insurance. It, 
announced that the Penn Mutual my 
not consider applications for insurang 
on lives younger than the insuring ag 
of 15 in Colorado. 


CHANGES BY DETROIT LIfi 
New Rate Book Just Issued Show 
Revised Schedules and Practices 
of Company 





The new rate book issued by the De 
troit Life shows several changes. Reg. 
ular insurance rates have not bees 
changed except that new rates hav 
been adopted for the five-year term 
policy. The rates on the 10-year term 
policy remain the same but it is now 
permissible to write the policy for les 
than $5,000. Rates on 20-year term plan 
and yearly renewable term plan are in- 
cluded in the book for the first time 
The yearly renewable term plan is auto 
matically convertible into an ordinary 
life policy at age 65. Rates chargeable 
for disability benefits have bee 
changed, having been reduced on the 
waiver of premium disability benefits 
for all plans of insurance. The extn 
premium for complete protection dis 
ability has been reduced slightly upon 
all non-participating plans and increased 
slightly upon all participating plans 
The company has designated its various 
disability benefit plans as A, B and C 


Double and Triple Indemnity 


The extra premium for double indem- 
nity has been reduced from $2 per $1,000 
to $1.50 per $1,000, while the extra pre- 
mium chargeable for the triple indem- 
nity rider has been increased from % 
cents per $1,000 to 50 cents per $1,000. 
Triple indemnity benefits can now be 
added to any policy providing the 
amount is more than $2,500 and not 
over $10,000. The cost for preliminary 
insurance hereafter will be found by 
taking a percentage of the regular short 
term rate, the various percentages being 


given in the new rate book. The lower 
age under which children cannot be 
written has been reduced from } 


months to six months. For ages s* 
months to 18 months the premium ratt 
quoted in the new book for age 1 will 
apply. The amount of death benefit 
payable during the first policy yea 
under a policy written to a child whose 
insurable age is one year, is $100 for 
each $1,000 of the ultimate amount 0 
the policy. Hereafter the company W! 
not require two examinations unless the 
amount applied for is in excess 
$25,000. In the case of substandard 
policies on the annuity endowment 4 
age 65 plan, the extra premium metho 
will be employed in determining 
rating rather than the rating uP ™ 
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vears method as is the case with other 
plans of insurance. — 


LTER SALARY BUDGET RULES 
ma Life Announces Changes in Prac- 


tices for Writing Cases Under 
Recently Installed Plan 






The Aetna Life has made several 
hanges in rules governing the writing 
of salary budget insurance, a form it 
began writing in March of this year. 
The requirement that at least 10 lives 
shall be insured in a group in order to 
establish a case on the salary budget 
basis will be eliminated. Any number 
of applications will be considered on 
the salary budget plan. A modified 
form of application on salary budget 
cases is being prepared, so that one 
application form can be used on salary 
budget and non-medical cases. The 
maximum amount to be issued without 
medical examination will be $5,000 
unless applications are submitted on 10 
or more lives in a salary budget case, 
when the maximum may be increased 
to one-fourth of the total amount of 
insurance applied for, but not to more 
than $10,000 in any event. The business 
will be handled in all respects like ordi- 
nary business as to premium notices and 
receipts except that the general agent 
will send all renewal notices on one 
case in one envelope to the employer. 
The minimum amount of insurance will 
remain at $1,000 and the minimum pre- 
mium at $1, as at present. 

Vice-president Kendrick A. Luther 
states that under the salary budget sys- 
tem a large number of $1,000 applica- 
tions have been received. This has re- 
sulted in reducing the average size of 
salary budget policies to a little over 
$2,000 and has made the business com- 
paratively expensive to obtain and ad- 
minister. The average size of the com- 
pany’s ordinary policies is about $5,000. 
It is believed that eliminating the rule, 
specifying a minimum of 10 applica- 
tions will have a decided tendency to 
improve the salary budget business as 
it will provide for the writing of this 
type of insurance on the great majority 
of small organizations and will enable 
the agent to write more $5,000 policies 
on the men in the organizations who are 
really interested in the plan without the 
necessity of having to write several 
$1,000 policies on others who are not 
so interested in order to secure 10 appli- 
cations, 


PHOENIX MUTUAL DIVIDENDS 


Announce Increased Schedule of Pay- 
ments and Reduced Premiums on 
One Class of Policies 


The Phoenix Mutual Life has an- 
nounced an increase aggregating ap- 
Proximately 11 percent above the total 
dividends paid under the 1924 schedule, 
the increase to take effect July 1, 1926. 
The Phoenix Mutual has made several 
mereases in recent years. The dividend 
scale of 1922 was 10 percent greater 
than the 1920 schedule; that of 1923 
Was 6 percent higher than that of 1922; 
the 1924 scale was 5 percent higher than 
the 1923 schedule and now the an- 
houncement is made of the 1926 scale 
showing an 11 percent increase. The 
board of directors has also adopted a 
higher interest rate, 4.7 percent, instead 
of 4.6 percent, the higher rate to take 
effect July 1, 1926. 

he Phoenix Mutual has also an- 
nounced a reduction averaging 8% per- 
= m rates on its group of policies 
nown as the “70 special” and term poli- 
“es to take effect Jan. 1, 1926. These 
policies are on a 3% percent reserve 

“mg and are sold particularly to those 
Who desire protection primarily at the 
an possible initial cost. With this 
stat Percent reduction the company 
- a, oat these new initial premiums 
: € the lowest participating premiums 
‘quired by any company. The other 
Policies issued by the company are on a 

Percent reserve basis and are all en- 








dowments at age 85, appealing particu- 
larly to those who desire to combine 
savings with insurance. The premiums 
under these latter policies will remain 
unchanged, though the increase in divi- 
dends will considerably reduce the net 
cost. 

Following are illustrations of the 1926 
dividend schedule on 3 percent reserve 
policies compared with the dividends 
that would be allowed under the present 
scale, on $1,000 policies, ordinary life, 
30-pay and 20-pay for the Ist, 5th, 10th 
and 20th dividends: 

Annual Life Policies 


Age 25 Age 35 Age 45 

Divi- Pres- Pres- -res- 
dend ent 1926 ent 1926 ent 1926 
BER 4.62 5.19 5.71 6.35 6.78 7.57 
5th. 5.19 5.79 6.25 6.95 7.74 8.65 
10th 6.03 6.68 7.07 7.86 9.02 10.13 
20th 7.35 8.15 9.16 10.25 12.89 13.56 

30 Premium Life 
Ist... 4.63 5.27 5.71 6.40 6.79 7.60 
5th. 5.42 6.10 6.42 7.17 7.85 8.78 
10th 6.56 7.31 7.51 8.36 9.29 10.42 
20th 8.82 9.73 10.42 11.57 13.62 14.36 

20 Premium Life 
Ist. 4.65 65.38 5.74 6.52 6.82 7.71 
5th. 5.76 6.55 6.81 7.68 8.27 9.30 
10th 7.38 8.25 8.48 9.46 10.35 11.58 
20th 11.02 12.10 13.12 14.38 16.58 17.61 


Samples of the new rates per $1,000 
for various policies on the 3% percent 
reserve basis follow: 

New Premium Rates 


30 20 20 End. 

Ord Pay Pay Year at 

ge Life Life Life End. 60 
REESE $17.52 $20.68 $25.54 $43.48 $23.74 
eevee 19.9 22.86 28.06 44.05 28.60 
BBconeccs 23.10 25.66 31.19 44.92 35.61 
Da ceees 27.26 29.33 35.09 46.35 46.35 
— ee 32.89 34.37 40.14 48.79 64.42 
eer 40.59 41.45 46.88 52.98 100.52 
a 51.19 51.54 56.13 59.92 seve 

End End End 5 10 
at at at Year Year 
Age 65 70 75 Term Term 
Tis ccsees $21.08 $19.36 $18.34 $ 9.76 $ 9.96 
mneonee 24.82 22.45 21.05 10.36 10.65 
eer 30.01 26.60 24.62 11.24 11.70 
— 37.44 32.31 29.45 12.58 13.40 
Bcecces 48.79 40.53 36.14 14.82 16.36 
oe 67.74 52.98 45.71 18.87 21.56 
Bec ccease .-» 73.29 69.92 25.78 30.17 


Estimated net costs of ordinary life, 
20-pay and 20-year endowment policies 
on the 3% percent basis at the ist, 5th, 
10th and 20th policy years for sample 
ages, together with the effect of accel- 
erating premium option are: 


Ordinary Life 


Ist 5th 10th 20th Accel. 

Age Year Year Year Year Prem. 

FE $14.96 $14.57 $14.00 $13.27 29P 

ibe 60004 20.16 19.89 19.4 18.03 27P 

vos es 30.07 29.46 28.60 26.45 26P 
30 Pay Life 

ee 18.19 17.68 16.92 15.63 22P 

CU 22.78 22.40 21.76 19.88 22P 

ee 31.58 30.91 29.95 27.46 23P 
20 Pay Life 

Fe 23.14 22.43 21.42 19.26 17P 

re 28.42 27.83 26.84 23.89 17P 

Becccve 37.47 36.56 35.21 31.39 17P 

Connecticut General 
The Connecticut General has an- 


nounced that it will consider applications 
up to $10,000 on the lives of children 
from 10 to 14 years of age, inclusive. 
The endowment form of policy is pre- 
ferred at these ages, and the company 
will not consider term insurance or dis- 
ability coverage of any kind. 


Equitable Life of Iowa 


The Equitable Life of Iowa has an- 
nounced its adoption of the salary sav- 
ings plan with a minimum of ten em- 
ployes in any organization. On policies 


-of $5,000 or less only a certificate of 


evidence of good health from the com- 
pany’s medical examiner is required. 
Complete medical examinations are re- 
quired on policies of more than $5,000. 

The policies will be standard, may in- 
clude total and permanent disability and 
double indemnity in case of accident. 
All participating policies under the 
salary deduction plan will share in divi- 
dends the same as policies issuéd in the 
usual manner. 


Made Medical Director 
Dr. John C, Young has been made 


medical director of the American Life 
of Detroit. 
Dr. Young was formerly associate 


medical director of the Michigan Mutual 
Life. 











The Peak Load 


Philadelphia, Pa. 


Organized 1847 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, .the 
Fieldman needs every reasonable Home Office aid—quie 
decision on applications, quick issuance of policies, 
handling of beneficiary changes, quick making of lodus, 
and, above all else, immediate payment of death claiyum, 
Add to these a comprehensive Sales Help Service, sucti-es 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
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THE OLD LINE 


INSURANCE CO. 


CEDAR RAPIDS LIFE 











A Good W estern Company 





Up-To-Date Policies 


Good Opportunities in 


Liberal Contracts 


lowa, South Dakota, Minnesota, Nebraska 
Cedar Rapids 


lowa 
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Territory does make a difference 


Close cooperation is necessary 


A friendly interest is needed 


If If 


If If 


If If 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 


You are a producer 


You believe in yourself 


You want a REAL job 























INCOR 
LIFE INSURANCE C 


PORATED 187! 


RICHMOND, VIRGINIA 
Issues the most libera) forms of ORDINARY Policies 
from $1,000.00 to $50,000.00 
with premiums payable annually, semi-annually of quarterly 


INDUSTRIAL Policies from $12.50 to $1,000.00 


















with premiums payable weekly 
CONDITION ON DECEMBER 381, 1924 
ceccccececeseceseenecccoscconsesosoooseooooesocoesecooees $ 41,521, 
coccececececooococes te 
Coccccccsccsessccbesocecensens seceeess 5,357. 
oececeeces cocsccoepeescsooosoeséeoce 273,540, 
vapasceddsoeaede cesuhs esocéeuneegreseees 3.036. 
since Organization . $35.78. 
JOHN G. WALKER, President. 





OMPANY OF VIRGINIA 
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PAYROLL DEDUCTION 
We Wri te Payroll Deduction 


BEGAUSS: it) benefits wage-earner and 
employer. and.opens.a new field for busi- 
ness.’ +o) ame 
Payroll” Deduction is only one of many 
special features .embodied in complete 
West. Coast, Service. 


Wesr. Coast Lire 


ANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 


The only company on the Coast carrying Group Insurance 
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Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 


The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. 























AMERICAN NATIONAL 
INSURAN CE COMPANY 


W. L. Moody, Jr. 
President 


Galveston, Texas 
Shearn Moody 
Vice-President 


W. J. Shaw 
Secretary 





Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 


June 30th, 1925 
$269,479,554.00 


ASSETS 
$21,606,568.43 





Good Territory in Twenty-Three States, 
the Republic of Cuba and Hawaii 





























WITH INDUSTRIAL MEN 














NEWS OF THE JOHN HANCOCK 


Numerous Promotions, Transfers and 
Other Changes in Various Districts 
Are Announced by Company 


The following have been promoted by 
the John Hancock from the rank of 
‘agents to assistant superintendents in 
the districts of their service: Maurice 
K, McKinney, Chicago 1; Fred L. Muller, 
Chicago 3; Morris Goldman, Chicago 4; 
Leo E, Owens, Detroit 2; Albert B. 
Dowber, Detroit 3; William Beyer, 
Hoboken; Martin Levy, New York 5; John 
J. Tierney, St. Louis 3; Frank J, Kroeger, 
Davenport; William F. Trelegan, Cam- 
bridge; Patrick C. Toomey, Hyde Park; 
Patrick J. McKenney, Manchester (Dover 
detached). 

The following were promoted or trans- 
ferred: Joseph T. McLaughlin, agent at 
Trenton to assistant superintendent at 
Erie, Pa.; Arthur J. Morgan, agent at 
Hyde Park to an assistancy at Chicago 
4; George W. Clasby, agent at Waltham 
to an assistancy at Chicago 4; Ray 
Brisendine and LeRoy Weiss, agents at 
Chicago 2 to assistancies at Chicago 6; 
Gustav T. Prickson and Arnold S. Mait- 
land, agents at Minneapolis to assistant 
superintendents at Chicago 7; Alfred 
Agrey, Alpheus G. W. Chase, John P. 
McCormick and David R. Holm, agents at 
Chicago 3 to assistancies at Chicago 5; 
Adolph H. Klein and James F. Scanlan, 
agents at Buffalo 1 to assistant superin- 
tendents at Puffalo 2. 


Assistants Transferred 


Assistants transferred were: John 
Rapport, St. Louis 3 to St. Louis 1; 
Almon E. Kempton, Dover detached to 
Manchester proper; Joseph Basta and 
John O. Ketler, assistants at Buffalo to 
assistant superintendents at Buffalo 2; 
A. L. Anderson, Chicago 1 to Chicago 7. 

Other changes were: Lawrence 
Donohue, Jr., training cashier at Phila- 
delphia 2 to cashier at Erie, Pa.; Charles 
H, Barrett, assistant cashier at Philadel- 
phia 4 to cashier at Camden, N. J.; Ed- 
ward B. Smith, training cashier at Bal- 
timore to cashier at Toledo, Ohio; An- 
thony C.:Seelbach, from assistant cashier 
at Buffalo 1 to cashier at Buffalo 2; Ed- 
ward W. Teske, training cashier at Chi- 
cago 4 to cashier at Chicago 6; Leo F. 
Bruce, training cashier at Chicago 1 to 
cashier at Chicago 7; Charles T. Roby 
appointed cashier at Chicago 5; John J. 
Lynch, cashier to assistant to the super- 
intendent at Cambridge; Daniel J. 
Roche, assistant cashier to cashier at 
Cambridge James J. O’Connor, chief 
clerk to assistant cashier at Cambridge. 





Western & Southern News 


Simon Fox, formerly home office in- 
spector of the Western and Southern 
Life for Division “F,” has been appointed 
superintendent at East St. Louis, suc- 
ceeding Superintendent Owens, who has 
been placed in charge of the newly 
ereated district at Granite City, Ill. 
Clarence A. Robinson has been promoted 
from assistant at Dayton, O., to a super- 
intendency at Fort Wayne, Ind. Super- 
intendent J. C. Goodman of Marion, Ind., 
has been transferred to the Vincennes 
district. Superintendent A. D. MclIsaac, 
formerly of Chicago-Lake View, is placed 
in charge at Marion. Superintendent M. 
Gatto, formerly at Fort Wayne, has as- 
sumed the superintendency at Detroit 
west. A new district has been created 
at Ashland, Ky., of which Superintendent 
J. E. Nichol, transferred from Charles- 
ton, will be in charge. Gallipolis, O., 
detached from Charleston district, has 
been transferred and will be detached 
from the Huntington district. 





Sulzer Goes to Pittsburgh 


Herman Sulzer, assistant superintend- 
ent in the Brooklyn 4 agency of the 
John Hancock Mutual Life, will become 
superintendent of Pittsburgh 3 agency, 
succeeding Superintendent Acker, who 
will retire Jan. 2. 


Rathwick Made Superintendent 


George W. Rathwick, home office in- 
spector for the Conservative Life of 
South Bend, has been in charge of the 
South Bend district as acting superin- 
tendent and on Jan. 1 will assume the 











MANY PROMOTIONS ARE MAD; 


Prudential Announces a Number of In. 
portant Changes in Various Sec- 
tions of the Country 


Agent John L. Moss of the Memphis 
district of the Prudential is promoted y 
assistant superintendent in the sam 
district. He has been in the servig 
since December 29, 1924, and made , 
pleasing record as an agent. 

Agent Henry E. Williamson of th 
Greenville, S. C., district is promoted 
assistant superintendent in that dig. 
trict. He came from the Atlanta, G, 
district as an agent when Greenvilk 
was opened. His service dates to Dp. 
cember 15, 1924. 

Agent Roy Gilliatt of the Charlot 
N. C., district is promoted to assistan 
superintendent in the same district. He 
has had previous service in the New 
Albany, Ind., district from which his 
present superintendent T. C. Cross came 
His continuous service dates from July 
20, 1925. i 


New District Instituted 





A new district is instituted at Holyoke 
Mass. It is in charge of Edgar B. Me. 
Manus, recently transferred from th 
superintendency at Malden, Mass. 

James O. Stanley was recently pro- 
moted to the superintendency at Malden 
Mass. Mr. Stanley came as an agent at 
Trenton, N. J. in March, 1913. He as. 
sumed charge of an assistancy there in 
November of the same year. He sue- 
cessfully conducted the Lambertville 
N. J., detached assistancy of the Trenton 
district from June, 1923, to March, 1925 
From March until his promotion he was 
located at Fitchburg, a detached assist- 
ancy of the Lowell (Mass.) district. 

Agent George M. Rockwood of Minne- 
apolis No. 1 has won his assistancy spurs 

Agent Nicholas H. Hargarten has been 
advanced to an assistant superintendent 
in Milwaukee No. 2. Mr. Hargarten has 
been connected with this district since 
entering the company’s service. 


Minneapolis Agent Advanced 


An additional assistancy has been es- 
tablished in Minneapolis No. 2 district, 
and Agent Clifford C. Einhorn has been 
promoted to fill the new position. 


Agent Edward L. Brockel of Mil- 
waukee No. 2 has been promoted to an 
assistancy. 

Agent Robert C. D. Workman of 


Detroit No. 1 has been made an assistant 
superintendent in the same district. 

The promotion of J. Howard Brine to 
the superintendency of Harrisburg No. 
was followed by the advancement of 
Agent Francis E. Morgan to the super- 
vision of his assistancy staff. Mr. Mor- 
gan has learned his lessons well during 
the four years of service at Lebanon. 

Agents William Wohlers and George 
H. Wilson, both of the Irvington, N. J 
district, are promoted to assistant super- 
intendents, the former in the same dis- 
trict and the latter in the newly created 
district at South Orange, N. J. 

An office has been opened in Rich- 
mond, Cal., to be operated as a detached 
assistancy from the Oakland district 
Assistant Superintendent Charles J 
Anthony is in charge, having been pro- 
moted from agent. 


Promotion at Los Angeles 


The promotion of Melbourne © 
Stewart to assistant superintendent 
the Los Angeles No. 1, Cal., has been 
announced. 

These men who names follow have all 
been successful agents and have earned 
promotion to assistancies through thelr 
good work. ; 

George T. Fesler, Olean, N. Y.; Simon 
Rohrback, Binghamton No. 2; Fred lL 
Schroeder, Binghamton No. 2; Jesse I 
Rouillier, Utica No. 1; Robt. M. Service, 
Utica No. 2. : 

The Chillicothe, O., district, has a new 
leader, Roland E. Whitney, formerly 4 
sistant superintendent in Chillicothe, 0- 
and later at Ironton, O., and Ashlané 
Ky., having been promoted to encore, 
Harry L. McKillip, who was transferre 
to the New Portsmouth, O., district. ee 

When the call came to fill a vacane 
in the assistant staff of the Cincinnal 
No. 2 district, Agent David F. Allen wa 
ready. ” 

Due to the growth of the business 
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the Long Island district it was necess@" 
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for Division B to create a new district 
which was formed from the Long Island 
City office and was officially opened at 
Maspeth. 

Assistant Superintendent William M. 
Healy is promoted to superintendent of 
prooklyn No. 11, 


New District at Louisville 


Expansion is now the order of the day 
in Louisville. Where formerly one dis- 
trict sufficed for the company’s interests 
in that territory, the Prudential family 
has increased to such an extent that two 
districts are now necessary to provide 
for its rapidly increasing business. As- 
sistant Luther E. Hancock, for many 
years one of the main stays of Louisville, 


has been advanced to superintendent, | 


and now shares with his former chief, 
Superintendent W. C. Scott, the respon- 
sibilities of the divided city. The va- 
cancy created in the assistancy ranks 
has been filled by the promotion of Agent 
Claude B. Basham. He will operate 
under Superintendent Hancock. In the 
evolution of the new district, the com- 
any deemed it advisable to create an 
additional assistancy, and Agent A. H. 
Smith was chosen for advancement to 
this more important role in the activi- 
ties of the superintendency. An addi- 
tional assistancy was likewise built up 
for Louisville No. 1 and Agent Paul E. 
Stone was the representative who se- 
cured the position. 

Agent C. E. Mayhew was also ad- 
yanced to the position of assistant su- 
perintendent in the Louisville No. 2 dis- 
trict. This change became necessary as 
Assistant George W. Butler, after eleven 
years of constructive assistancy service, 
was promoted to superintendent and 
placed in charge of the Lexington, Ky., 
district. 

New District Is Opened 


The New Rochelle, N. Y., district is 
opened and Superintendent P. Daeubler 
of the Kingston office transferred to 
take charge. The New Rochelle district 
consists of the city of New Rochelle, 
detached assistancy at Port Chester and 
surrounding towns. 

William A. Alexander, superintendent 
of the Brooklyn No. 9 district, is trans- 
ferred to take charge of the Kingston, 
N. Y., district for the week of November 
30, 1925. 

Geo. W. O’Brien, agent in the New 
York No. 8 district, is promoted to as- 
sistant superintendent in his own dis- 
trict. 

During the next few weeks a new 
office will be opened at Pleasantville, 
N. ¥., to be operated as a detached office 
from the Mt. Vernon, N. Y., district. 
Fred A. Newswander, who was ap- 
pointed agent in the Mt. Vernon, N. Y., 
district, Jan. 7, 1918, has been promoted 
to assistant superintendent to take 
charge of the new office. 

The Prudential has opened Harrisburg 
No. 2 as a superintendency. The new 
superintendent is J. Howard Brine, who 
entered the service of the company in 
Jamestown, N. Y., in October, 1915. Less 
than two years later he was promoted 
to assistant in the same district, and 
transferred to Lebanon, Pa., detached 
from the Harrisburg district, during 
April of 1916, where he has since served. 


Staged a Real Celebration 


Agent L. E. Clinkinbeard, who is lo- 
cated at Fairfield, Ia., in the Ottumwa 
district, put on a real celebration during 
the recent special four-week campaign 
in honor of the Prudential’s golden an- 
niversary. Not being satisfied with 
writing 134 industrial applications for 
a total premium of $17.06, he also wrote 
& group policy on the lives of the em- 
Ployes of the Dexter Washing Ma- 
chine Company at Fairfield. The total 
amount of insurance involved was ap- 
Proximately $250,000. 





“Dead” Woman to Testify 


The Prudential plans to put a “dead” 
woman on the stand to combat the claim 
of Valentine Sieber of St. Louis, 74 years 
old, to $240 insurance on the life of his 
daughter, Laura Sieber. Fourteen years 
*g0 Mr. Sieber sent a $5 bill to the 
mt as a Christmas present and has not 
tard from her since. He contends that 
She is dead and a jury in circuit court, 
Dec. 8, decided that he was right and 
a him a judgment for $288, the face 
ome of the policy and interest at‘6 per- 

for the past seven years. Several 
— ago Mr. Sieber had his daughter | 
ao. legally dead and was appointed | 
boas rater of her estate. The insur- 
aliy company insists that the girl is 
New and present a deposition taken in 
thi Jersey in August, 1923, to support 

S claim. The company has asked for | 
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“NUMBER ELEVEN IN A SERIES OF INFORMATION ADVERTISEMENTS 


Complete Coverage Contract 


AVEN’T you frequently found the place where the prospect, feeling 
the need for coverage, wanted it complete—for disability as well as 
death—for the uncertain as well as for the certain. The need here is 
for one single and simple, yet thoroughly complete, policy. 


The Complete Coverage Contract, sold by agents operating under the American 
Central Plan, makes it possible to do this very thing. These men sell Life Insur- 
ance—not simply Death Insurance. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 


enter additional states. Details of the American Central Plan and our methods 
of operation will be given gladly to any one interested in considering a connec- 


CENTRAL 








Perhaps the most comprehensive field 


development program in existence today. 


0 h is d ibed in this ad ti INSURANCE co. 
n > is descr n s advertise- 
mat. INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 



































George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
EEE SSO EEO SOPOT EE OO oc Fn Over Fifty Million 
BS nes cunee 4 peenwdios c0dtteNeh deve les debe dt eeteRens Over Six Million . 
AND THAT HAS 
Paid Policyholders since organization.......................4.. Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 
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a new trial and now plans to bring the 
“dead” girl to St. Louis to make a per- 
sonal appearance in the court to refute 
the contention that she has passed from 
the land of the living. 


Veteran Superintendent Dies 


Superintendent M. H. Roarke of the 
John Hancock Mutual Life at River 
Point, R. L, a veteran of 37 years of 
service with the company, died last week 
after a brief illness. He had been super- 
intendent at River Point for the past 
eight years. 


News of the Prudential 


Oliver Grace, assistant superintendent 
in the Rochester No. 1 district of the 
Prudential, has .been advanced to super- 
intendent of the Auburn, N. Y., district. 
Charles H. Tennant, now superintendent 
of the Auburn district, will be trans- 
ferred to a new district to be known as 
Syracuse No. 2. 

Assistant Superintendent James H. 
Baker, now of the Utica, N. Y., district, 
will superintend the new Utica No. 2 dis- 
trict. Assistant Superintendent Floyd J. 
Fancher of the Binghamton, N. Y., dis- 
trict will advance to superintendent of 


a new district to be known as Bingham-’ 


ton No. 2. Assistant Superintendent 
Frank D. Kenyon of the Jamestown, N. 
Y., district will assume charge as su- 





perintendent of a district at Olean, 


The steady growth of the Harrisburg 
district was responsible for the crea- 
tion of another in the same city. The 
superintendency goes to Assistant J. 
Howard Brine of Lebanon. 





Public Savings Promotions 


F. E. Cooper, superintendent of the 
Public Savings Life at Indianapolis south 
has been transferred to Indianapolis 
west. Agent L. B. Sinclair, Indianapolis 
south, has been promoted to superin- 
tendent. R. A. Jeffers has been ap- 
pointed superintendent at Huntingsburg. 
W. T. Dickens has been appointed sup- 
erintendent at Columbus, O. Superin- 
tendent E. King has been transferred 
from Detroit 1 to Detroit 5. Agent C. 
Ward, Detroit 1, has been promoted to 
superintendent. L. O. Vance has been 
appointed superintendent at Royal Oak, 
Mich. 

E. B. Byerly is appointed superintend- 
ent at Columbus, O. Superintendent J. 
M. Edelen is transferred from Anderson, 
Ind., to Louisville, Ky. Agent M, F. 
Breneman is promoted to Superintendent 
at Detroit 4. Agent E. VanEtten, De- 
troit 1, is promoted to superintendent at 
Detroit 5. Manager F. C. Sutton is 
transferred from Indianapolis north to 
Louisville, Ky. 








NEW’S OF LOCAL ASSOCIATIONS 














NEED FOR TRAINING IS SEEN 
L. A. Williams of the Northwestern 
Mutual at Kansas City Speaks 
Before Oklahoma Association 





OKLAHOMA CITY, Dec. 17.—Com- 
mission seekers in life insurance were 
heartily condemned by Lawrence A. 
Williams of Kansas City, in addressing 
the Oklahoma Association of Life Un- 
derwriters. He is associated with the 
Northwestern Mutual in his home town 
and was outstanding at the national con- 
vention for his work as the business 
man in the little drama, “Thy Will Be 
Done.” 

He spoke on “Back to Fundamentals” 
Saturday, stressing the importance of 
trained men in life underwriting. It is 
generally admitted that there is greater 
resistance in life underwriting than in 
any other line of endeavor, he said. The 
reason for this, he believes, is the un- 
trained life insurance salesman. 


Seen 


“It is not life insurance itself, for 
everybody admits that it is a good thing, 
but the men who have gone before us 
and who have built this resistance. In 
the past the argwments were cash val- 
ues and similar promises—but today it 
is the benefits to be derived from life 
insurance.” He cautioned against tell- 
ing a prospect what he should do, or 
what sort of policy he should have, ad- 
vising a better means of making a 
stronger appeal to hjs heart interests. 

“A man would rather give $25 for 
something he desires than to give $5 
for duty,” he said. 


New Arguments 


No Use for Tricks 


Reverting to the efficient agent ques- 
tion, he said, “We have no apology to 
make for life insurance and no reason 
why we should sugar coat our proposi- 
tion. Under no circumstance should we 





resort to schemes or tricks to write our 
policies. This policy only tends to build 
more resistance. On the contrary, the 
fellow who understands life insurance, 
knows his business and knows that he 
knows it, is going to build the profes- 
sion and do his part in placing it in the 
category of business, where it properly 
belongs. Few men are interested in buy- 
ing life insurance, but most men are in- 
terested in buying an adequate piece of 
protection. 


Can Remake Some Men 


“We have lost many good men be- 
cause they felt themselves incompetent, 
and we have some men in the business 
now who equally incompetent, but 
through organization and cooperation, a 
system of education, these men can re- 
main in the business and perhaps become 
big producers,” he added. 

“Life underwriters are not trying to 
beat the building and loan companies— 
nor to tell a man how to make a good 
investment, but are providing protection 
and there is nothing else in the world 
that will protect the things men care for 
more, most,” he contended. 

ses 


SEES NEED FOR READY MONEY 





Judge Witt Tells Spokane Underwriters 
His Conclusions from Experience 
in Probating Estates 


SPOKANE, WASH., Dec. 16.—“My 
observation hasbeen that the average 
run of estates do not have sufficient 
funds on hand to meet funeral expenses, 
cost of last illness and ordinary expenses 
of administration to say nothing of the 
other demands upon an estate,” said 
Fred H. Witt, presiding judge of the 
Spokane county district court, in an ad- 
dress before the Spokane Life Under- 
writers: Association recently. 

“This necessitates an order of court 
for the sale of real estate, stocks or 


y appoint 





bonds and you know what that means. 
It means a sacrifice, a sacrifice of some- 
times as much as 50 percent of what 
could be obtained if the sale were made 
in an orderly manner and not forced. 
I signed an order of sale the other day 
in an estate running into hundreds of 
thousands of dollars to pay a funeral bill 
of $5,200. Think of it! In my experi- 
ence, I can say truthfully that in the 
majority of cases, no provision has been 
made to give estates the quick liquid 
assets which are so necessary to their 
prompt and efficient administration. It 
is human nature not to like to think of 
death, I presume. 

“Here is the frequent situation. No 
expense is spared to save the loved one 
in the last illness. The doctors’ bills and 
similar expenses run in the hundreds of 
dollars. Then the grief stricken survivor 
spares no expense in the matter of a 
funeral and this is more than the estate 
can afford in a great many cases. Re- 
gardless of size, I am impressed with 
the need of ready money in all cases 
and the lack of it in so many. I find 
that trust companies make the most 
satisfactory executors and administra- 
tors. Their accounts are always in 
order; they know what to do and when 
and how to do it. A widow must de- 
pend’ upon her attorney or friends for 
advice as to every step. In the matter 
of guardianships, it is my practice to 
i trust companies rather than 
parents. It is my experience that 
parents act as though the money be- 
longed to them and really so consider it 
and are lax in their reports to the court. 

“All of what I have said has been 
without consideration of state and fed- 
eral inheritance taxes which are an 
added potent argument for ready cash 
in the settlement of estates. These are 
first mortgages which mature at death 
and can only be paid in cash. I do not 
need to point out to you that in the 
modern world of affairs nothing meets 
the need of estates, large and small, for 
ready money so generally and eco- 
nomically as does life insurance.” 


a © 
TALKS ON INSURANCE TRUST 


James A. Reynolds, Vice-President of 
the Union Trust Co. of Detroit, 
Gives Counsel 


DAVENPORT, IA., Dec. 16.—The 
Davenport Life Underwriters Associa- 
tion was addressed by James A. Reyn- 
olds, vice-president of the Union Trust 
Company of Detroit. He traced the 
growth of the “Insurance Trust,” declar- 
ing that his bank tried to cooperate with 
the insurance men in creating a trust 
of this kind through the medium of life 
insurance. The bank takes charge of 
the estate after death and manages it 
in the interest of the deceased. 


Monthly Payment Plan 


“IT am not attempting to say that the 
‘insurance trust’ is better than the in- 
stallment payment form of life insur- 
ance policy, for it is not,” he declared, 
“but it is a fact that the policy which 
guarantees the payment of a specified 
sum to the widow every month for a 
certain number of years after the death 
of a husband is notoriously hard to sell. 

“It is much easier to sell insurance 
where payment is in a lump sum at the 
time of death and where statistics show 





=< 


that the money is generally squandered 
within seven years. 

“Hence the insurance trust is needed. 
It is needed to protect the interests of 
the widow just as insurance itself js 
needed wherever there are debt and 
taxes that must be paid in the coin of 
the realm. 


Explains the Trust 


“In the case where an insurance trust 
is decided upon, the holder of the insur. 
ance and an official of the trust com. 
pany draw up a memorandum of wha 
should be done with the insurance as. 
sets of the estate after the death of the 
insured. 

“The trust company then agrees to 
collect the avails of the policy and to 
carry out the provisions of the trust 
agreement,” he declared. “They are in. 
vested in securities specified by law and 
the trust is maintained as long as it 
is stipulated in the agreement. Distri- 
bution of the assets is then made ac- 
cording to the agreement. 


Discretion Must Be Given 


“The point is that in the management 
of an estate there comes a time when 
someone must be given discretion, and 
the growing tendency is to give this 
discretion to the trust company,” he 
said. Mr. Reyriolds declared that in De- 
troit the policy was to purchase mort- 
gages on buildings within three miles 
of the city hall. 

The speaker also declared that “it 
was a peculiar thing that the man who 
never makes a financial move in life 
without first consulting his banker will 
often name as the trustee of his estate 
someone unfitted by training and by 
temperament for the task.” 


*x* * * 
Hartford.—Three new directors were 
elected at the first annual meeting of 
the Hartford association. They are D. 


Gordon Hunter, Phoenix Mutual; W. W. 
Leonard, Connecticut General and Ralph 
M. Lowry, Connecticut Mutual Life. They 
will serve until December, 1928. Plans 
for an advertising campaign to educate 
the public in life insurance matters were 
discussed. President George L. Hunt, 
presided. 

Daniel J. Bloxham, assistant secretary 
in charge of agencies of the Travelers, 
told the underwriters that the life insur- 
ance field hardly had been scratched. 
“We have been selling life insurance in 
lump sum form for too many years. 
Statistics show that 70 percent of these 
lump sum settlements are dissipated 
seven years after the death of the in- 
sured. I advocate that more insurance 
in trust fund form should be sold, if we 
are to accomplish what we say we can,” 
Mr. Bloxham said. 


* * * 


Cineinnati—The Cincinnati association 
held an important meeting this week, 
endeavoring to bring the banking frater- 
nity into closer relationship with life 
insurance. The life men of this city feel 
that the bankers have not been as active 
or enthusiastic in their cooperation with 
life insurance as they might. The con- 
servative banker in Cincinnati, accord- 
ing to the agents, is not sold on the 
idea of life insurance. He has not 
stressed the importance of it from the 
standpoint of business protection, nor 
has he felt that life insurance is par- 
ticularly important from the credit view- 
point. The association therefore secured 
as speakers A. C. Robinson, president, 
Peoples Savings & Trust Company of 
Pittsburgh; Leslie G. McDouall, assist- 
ant trust officer, Fidelity Union Trust 
Company of Newark, N. J.; Leroy A. 
Mershon, executive secretary, trust divi- 
sion, American Bankers Association. The 
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Address: H. J. FREY, President 
THE WISCONSIN LIFE INS. CO., MADISON, WIS. 


Can You Qualify? 


Cree ed Searle! agent to do organizing work in Minnesota and 
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THE WISCONSIN LIFE 


HE business of The Wisconsin Life Insurance 
Company has doubled in the past five years. 
The Company, organized in 1895, 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high interest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 
Policies are provided for men, 
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akers devoted considerable time to 
he discussion of “life insurance trusts.” 
ne association says: 

“Many of you men have a tendency 
o discount the value of this rapidly de- 
loping phase of life insurance, but we 
an assure you that after you have had 
n opportunity to go into it and when 
“ou have realized the tremendous possi- 
Hility of increased selling through a real 
nd effective cooperation with local 
nankers, you will be as enthusiastic 
pout it as some of the rest of us who 
sed to be lukewarm before we made a 
areful investigation. Don’t take the po- 
sition in advance that the tax situation 
n Hamilton county renders this whole 
scheme impracticable here. This is not 
mecessarily true at all as you will see.” 


*x* * * 
Buffalo—John Marshall Holcombe, Jr., 
manager of the Life Insurance Sales Re- 
search Bureau, is the speaker at the 
meeting of the Buffalo life underwriters, 
Dec. 18. The January sales meeting of 
the Buffalo association will be led by 
William H. Stanley, Mutual Benefit sales- 
man. The subject will be “The Use of 
Charts and Briefs—Ideas for Preparing 
to Sell in Advance of the Interview.” 
The meeting will be Jan. 5. Oliver 
Thurman, superintendent of agencies of 
the Mutual Benefit, will speak at the 
Jan. 13 meeting. 
*x* * * 

Los Angeles—For its principal speaker 
at the regular monthly dinner-meeting 
to be held this week the Los Angeles 
association was fortunate in securing Al- 
bert W. Atwood, the well known writer 


of financial and life insurance articles 
contributed to the “Saturday Evening 
Post” and other publications. The sub- 


ject of Mr. Atwood's address was: “Fi- 
Protection as Viewed by an 


nancial 
Outsider.” 
* * * 
Charleston, W. Va.—The Charleston 
association at its luncheon last week 


listened to papers by Leo Douglas, 
Robert Tourney and Paul Smith. E. C. 
Milair of the George Washington Life 
happily expressed himself in a confiden- 
tial bit of advice to agents about “know- 
ing the book” rather than figuring too 
hastily on rates and commissions. Book 
knowledge would prevent that unhappy 
is turned 
down at headquarters. There are, after 
all, some risks too hazardous for even 
an ambitious company to accept. Get 
all the facts well in hand is a mighty 
safe program for agents in the field, and 
then do your salesmanship to advantage. 
*x* * 

Minnesota.—The Minnesota association, 
St. Paul, has elected the following offi- 
cers for the coming year: Jacob A. Zim- 
mer, Prudential, president; E. D. Allen, 
New York Life, and O. G. Holmer, State 
Mutual Life, vice presidents; Tan Lang- 
ford, Jr., secretary-treasurer. The new 
executive committee is composed of R. 
J, McVeigh, Metropolitan, chairman; 
Harold Honnenstein, Phoenix Mutual; 
Harland Walker, Travelers; W. J. Strass, 
Northwestern Mutual, and Harry C. 
Martens, Provident Mutual. 

* * * 

Indianapolis—Dr. Charles J. Rockwell, 
head of the school of insurance sales- 
manship of the University of Pittsburgh, 
will be the principal speaker at the 
monthly meeting of the Indianapolis as- 
sociation on Friday. 

* * * 

Texas—Delegates from the various 
local associations of life underwriters in 
Texas will meet in Dallas this week to 
organize a state association. The name 
of the state body will be the Texas 
State Association of Life Underwriters 
and it will be composed of the various 
local associations. One or more dele- 
gates from each local association will 
be sent to the Dallas meeting. 

Local associations have been furnished 
with a tentative sketch of the by-laws 
and constitution of the state organiza- 
tion with a view of acquainting them- 
~ tg with the purpose of the organiza- 
on. 

*x* * * 
_Philadelphia—John C. McNamara, IJr., 
New York general agent of the Guardian 
Life, was the principal speaker at the 
December meeting of the Philadelphia 
association last week. He spoke on the 
Miracle of Life Insurance,” pointing out 
Some of the great things life insurance 
can do for the policyholder and his fam- 
lly. He gave some practical illustrations 
of the advantages of monthly income as 
against lump sum, the liquidation of in- 
heritance taxes through life insurance, 
the perpetuation of business through 
business life insurance and the profes- 
Sional attitude required of the under- 
writer. Noah H. Swayne, president of 
the Kiwanis Club, gave a humorous ad- 
dress, keeping his audience of about 500 





in an uproar. The most important busi- 
ness to come before the members was 
the ratification of the new constitution 
and by-laws, by which the association 
becomes a fully incorporated body. Un- 
der this plan a board of directors will 
manage the organization and the former 
executive committee will be abolished. 
The scale of dues will be considerably 
raised under the new scheme. Franklin 
L. Bettger, formerly of the St. Louis 
Browns and now one of the leading per- 
sonal producers of the Fidelity Mutual 
and vice-president of the Philadelphia 
association, presided. 
3 x* * * 

Baltimore—The December meeting of 
the Baltimore association was held 
Thursday. About 150 members attended. 
The entertainment committee provided a 
series of short sales presentations on a 
selected list of topics, each was assigned 
to a member especially qualified to 
handle it. This part of the program was 
in charge of C. Shriver Duff, who acted 
as the “prospect.” The speakers and 
topic assigned were as follows: Morris 
Addleman, “Sinking Fund Insurance;” 
R. U. Darby, “Life Insurance to Provide 
Monthly Income for Father and Mother”; 
Thomas M. Green, “Life Insurance to 
Cover Income for Old Age”; Fred L. 
Mason, Jr., “Educational Insurance”; C. 
L. Newcomb, Jr., “Life Insurance for 
Credit Protection”; L. A. Spalding, “Busi- 
ness Insurance”; Robert E. Smith, Jr., 
“The Clean-up Policy”; Paul H. Stewart, 
“The Christmas Fund Policy”; Harry J. 
Stockum, “The Partnership Policy”; 
Robert H. Walker, “Monthly Income In- 
surance.” 

x * * 

Lowell, Mass.—At the annual meeting 
of the Lowell association Luke A. Wood- 
bury, Metropolitan Life, was elected 
president and the following other officers 
chosen: Vice-presidents, J. W. Moriarity, 
John Hancock Mutual, and Peter Gill, 
Metropolitan Life; secretary, C. A. Burns, 
Metropolitan Life; treasurer, M. J. Brady, 
John Hancock Mutual; executive com- 
mittee, George H. Spillane, John Han- 
cock Mutual; James P. Heron, Metropoli- 
tan Life; John J. Riley, John Hancock 
Mutual; N. G. Twichell, Prudential, and 
Edward Worth, Metropolitan Life. 

Superintendent George H. Spillane of 
the John Hancock Mutual Life spoke on 
the duty of all life underwriters to urge 
the use of the annuity system of pay- 
ment for the benefit and protection of 
the beneficiaries. He warned the agents 
against trick salesmanship and urged 
clarity, honesty and thoroughness in 
sales talks. 

*x* * * 

Gary, Ind—The Gary association, at 
its monthly meeting, had two speakers 
on the program. E. W. Rupely of Ho- 
bart spoke on “Ordinary Life Insurance” 
and Lloyd Douglass of the Gary asso- 
ciation spoke on “The Value of Life 
Underwriters associations.” E. Stucken- 
berg of the executive board has left the 
organization and his position is being 
filled by T. J. Omara of Gary. 

*x* * * 

Grand Rapids, Mich.—William A. 
Searle, assistant to the president of the 
National Association of Life Underwrit- 
ers, talked to the Grand Rapids associa- 
tion at its weekly luncheon meeting. 

*x* * * 

Kalamazoo, Mich.—The Kalamazoo as- 
sociation elected officers at its weekly 
meeting. A. C. Gilbert of the Union Cen- 
tral Life was chosen president; Cornelius 
J. Hoebke, vice-president, and Henry C. 
Ratliff, secretary-treasurer. An addi- 
tional feature of the meeting was a 
blackboard sales demonstration. 


*x* * * 

Northwestern Pennsylvania—The North- 
western Pennsylvania association met 
at Erie, Dec. 10. Paul Wendt, general 
agent of the Equitable Life of lowa, was 
the speaker of the evening. His subject 
was “Income Insurance.” There were 50 
underwriters present. 

* * * 

Cedar Rapids, Ia—The Cedar Rapids 
association, at its annual meeting last 
week, elected William F. Sarset presi- 
dent, to succeed M. J. Hedin, who has 
served two terms as head of the organi- 
zation. Other officers are Byron A. Bar- 
low, first vice-president; Minnie Criss- 
man, second vice-president; D. H. Jen- 
king, secretary, and O. E. Dickeson, 
treasurer. A vote of thanks was given 
Mr. Hedin in appreciation of his work 
as head of the association. 

x * * 

Des Moines—The Des Moines associa- 
tion held its monthly meeting Saturday 
night. A. E. Patterson of the Equitable 
Life of New York in Chicago was the 
speaker of the evening, taking for his 
theme “The Agent.” He paid particular 


attention to the matter of salesmanship 





















Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 





HE Irving National Mortgage Company, an 

experienced and conservative house, offers to 
insurance companies for investment an unusually 
attractive group of 6% First Mortgages which meet 
in every particular the requirements of insurance 
companies. 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 


This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you 
to advantage. 


Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 
CHICAGO, ILLINOIS 


Offices with 
Irving Park National Bank 






Albany Park National Bank Portage Park National Bank 




















CHICAGO NATIONAL LIFE 
Ranks Third 


There’s a Reason 


The following figures taken from the official report of the Insur- 
ance Department of Illinois show the amount of new business written 
in 1924, by the Legal Reserve Life Insurance Companies of Illinois in 
their home state. This does not include insurance in force or business 
written in other states. 
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Our Company is growing fast. 

Our policy contracts are simple and liberal. 

Our premium rates are as low as the lowest. 

We pay liberal commissions to our agents. 

Territory open in Illinois, Indiana, Iowa, Kentucky and Missouri 
For further information address 


A. E. JOHNSON 
Agency Manager 


202 South State Street Chicago, Illinois 
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Satisfied Policyholders 


Maat aese ee § More than 67% of all insurance written by 

this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 























Founded: 1867 OF IOWA Home Office: Des Moines 
.What Do You Sell? 
Service, Company, or Policy 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 

Any natural death...........+..-$ 5,000 

4ny accidental death............ 10,00° 

. Certain accidental deaths......... 15,000 
Accident Benefits $50 per WEEK. 


Also Disability Income, Waiver of 
Premiums, etc. 





| ALL IN ONE POLICY 





If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


[i _ Inquire! _i 
THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 








7 moet ten on = a ited to apply te 
The Mutual Life Insurance Company 
of New York 





34 Nassau Street, New York 











and he advanced some excellent ideas 
that met with approval and acceptance 
will follow in practical application. 

At the business meeting it was voted 
to accept the offer of Dr. C. J. Rockwell 
of the University of Pittsburgh to con- 
duct a school of life insurance sales- 
manship March 31 to May 29, providing 
60 will enroll at $100 each, the school to 
be conducted jointly with a similar ar- 
rangement at Omaha, each having a half- 
week of instruction and a similar period 
for the application of the methods 
taught. 

*x* * * . 

Sioux City—Jack Dempsey, Des Moines 
representative of The National Under- 
writer, will speak at the noon meeting 
of the Sioux City association, Dec. 19, on 
“Benefits of Local Life Underwriters’ 
Associations.” 

. . o 

St. Louis—The St. Louis association 
held its last regular meeting of the year 
Tuesday. The meeting was confined 
strictly to the regular order of business, 
which included suggestions for the good 
of the association. At the meeting a 
check was made on the pledges given to 
National President Frank L. Jones in 
November when he addressed the local 
body. At that meeting practically every 
agent present promised that he would 
talk to at least one prospect about wills 
and trust funds before the close of 1925. 
The annual election of officers for the 
association will take place Jan. 19. 

*x* * * 

Cleveland—The life agents, members of 
the Cleveland association, became boys 
and girls again, just for a few hours, 
when the get-acquainted meeting was 
held recently. Wives, sweethearts and 
a number of guests were present to the 
number of 250 and the evening was 
spent in the enjoyment of various stunts 
and two sessions of dancing. 

The annual meeting and election of 
officers will occur Jan. 8, following a 
noon luncheon. It is possible that a 
short inspirational talk will be made by 
one of the good speakers in this line. 

* * * 

Oklahoma City—The speakers an- 
nounced for the sales congress Jan. 16 
to be staged by the Oklahoma associa- 
tion are of the calibre to attract practi- 
cally every life man in the state. 

Such men as Frank L. Jones, president 
of the National Association; Dr. W. B. 
Bizzell, president of the University of 
Oklahoma; James Elton Bragg, vice- 
president of the Manhattan Life; Milas 
Lasater, president of the Federal Land 
Bank of Wichita, Kans.; Josh Lee, head 
of department of public speaking at the 
Oklahoma university; and Judge H. L. 
Standever, president of the Exchange 
Trust Company of Tulsa, Okla.; and C. 
Cc. Day, former president of the Okla- 
homa association. 

Judge Standever will address the eve- 
ning meeting with Mr. Day and Mr. 
Jones. The playlet, “Thy Will Be Done,” 
will be represented by local talent. 


BUTTON MAKES STRONG 
APPEAL TO CONVENTION 


(CONTINUED FROM PAGE 1) 


the chair but was persuaded to withdraw 
his appeal after his friends appealed to 


him. A unanimous vote of confidence in | 


Colonel Button was then passed. 


Mr. Ireland’s plea was for time, which, | 


he said, would heal all wounds. He de- 
clared that “to put the matter to a vote 
now would perhaps destroy the conven- 
tion.” He said that its strength would 
be dissipated in a private fight. He 
assured Colonel Button that he would 
not himself vote for the resolution 


but that it was tremendously im- | 


portant that the matter be avoided at 
this time. He said the secretary of the 
convention was so eminently fitted for 
that position that the most radical mem- 
ber had no desire to see him deposed. 

He said that Colonel Button’s insist- 
ence upon an immediate consideration 
was very ill timed and unwarranted. He 
admitted that the night before he had 
held Colonel Button’s view but that he 
had changed his mind and was convinced 
that peace could only be kept by putting 
the matter over. 


Button’s Formula for Peace 


Colonel Button replied that if Mr. 
Ireland’s objective was peace and he was 
trying to extend the olive branch, the 
only way to do it was by dismissing this 
attack on him. Mr. Button said: “This 
attack is on me wholly, solely and alone. 











I want to know how I stand before jj 
convention and if the majority thinks 
am honest, competent and efficient.” 


Judge Conn Takes Part 


Judge Harry L. Conn, in a very ¢& 
quent address, started the tide turnig 
the other way by addressing his remar) 
directly to Commissioner Button. 4 
said that no one in the convention, 
far as he knew, was against Colon 
Button personally. He pointed out thy! 
Colonel Button’s motive and that of \; 
Ireland were exactly the same, namey 
peace. He said, “I won't vote for the 
resolutions if they come to a vote, but} 
see no reason in precipitating a fight z 
this time.” 

He said there has never been a mon 
important meeting than this one ap 
that President Kendrick’s efforts hay 
been very successful in accomplishing ; 
great deal of work. He added: “We ap 
in this United States, not in these Unite 
States.” 

J. C. Luning, who preceded Mr. Kep. 
drick as president of the convention 
known to be a close friend and ally ¢ 
the secretary, then took the floor ané 
added his plea to that of Judge Com 
requesting that Secretary Button witb 
draw his appeal from the ruling of th 
chair. Colonel Button yielded to this 
and withdrew his appeal. 

Immediately after this Mr. Irelané 
moved a rising vote of confidence is 
Colonel Button which was given unani- 


mously. 
Clean Up the Docket 


The objective of Commissioner W. R 
C. Kendrick of Iowa, president of the 
National Convention of Insurance Com- 
missioners was reached at the December 
meeting of the convention in Chicago 
last week. At the outset Commissioner 
Kendrick emphasized the fact that there 
was a tremendous amount of unfinished 
business which should be cleaned of 
the books. Much of this was of littl 
importance or completely out of date. 
Some of it has been on the calendar 
since 1917. A great deal of it had been 
introduced in 1922. Commissioner Ken- 
drick said that this must be disposed of 
and the committees responded with in- 
tensive work. 

When the convention finally adjourned 
practically all these matters had been 
disposed of one way or another. In fact, 
it was said more than once that if very 
many more items had been settled there 
would have been no reason for holding 
a next meeting of the convention. 


American Men Table Still Up 


As far as the life insurance business 
is concerned, the topic of greatest im- 
portance which still remains on the cal- 
endar is that of the American Men mor- 
tality table. There was no discussion 
of this after the first session of the con- 
vention, the committee having been 
asked to discuss the proposition further 


Disposed of Standard Tax Bill 


The committee on taxation considered 
the communication of the Life Presi- 
dents Association and the American Life 
Convention received at St. Paul in 1917 
requesting a joint conference for the 
purpose of drafting and recommending 
a uniform tax bill. It was decided to 
relieve the committee from further con- 
sideration of this and that the conven- 
tion should take no further action until 
one of the two life insurance bodies 
should revise it. 

The report of the committee on dis 
ability benefits, which reported in June, 
was adopted by the convention 


Stabler Sounds Warning 


Speaking before a large gathering © 
contractors and others interested 1 
building operations in New York City 
Walter Stabler, comptroller of the Met- 
ropolitan Life, warned against the con 
tinued erection of skyscrapers an large 
apartment houses, declaring that the 
number of such buildings already far 
exceeded the demand and predicted that 
unless further operations in such con- 
nection were not checked a panic would 
result in the building industry. 
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Right Thinking, Concentration, Study and 
Hard Work Are Elements Essential to 
Make Yourself What You Want to Be 








his prospect. In one of them he draws 
a horizontal line and at the right end 
he erects a perpendicular of about one- 
third the length of the horizontal line. 
Beginning at the left side of the hori- 
zontal line, he puts down various ages, 
Starting with 25, then 35, 45, 55 and 
under the perpendicular 65. From the 


| because a 





cially of the professional class, whose 
| dependents are well provided for and 
who has a margin to inyest in bonds. 
To most of these people the annuity is 


more satisfactory than investment in 
| bonds because it is perfectly safe and 
smaller investment is re- 


quired. If the self-supporting woman 


























Mr. Ker. RNEST by ner Song ar of the | stating “ or and — the | age he draws lines to the top of the | wants to invest her money, she must 
NVention, Sun Li , * _ —s was , ap ge cat f “¢. padreg ag S cee perpendicular. He shows that his cli- | accumulate sufficient capital, so that the 
ally o the speaker at the December meet- | der a service, that he wants to go Over | ent’s climb to wealth is relatively easy | interest will support her. If she puts 
loor anjjming of the Chicago Life Underwriters | the prospect's situation with him to see | on the gentle slope beginning at age 25. | her money in an annuity, she only accu- 
re Conn Aesaciation, ee ore wens oe ae . = 1s meaeey a and — . it The line from 35 to the top is steeper. | mulates a much smaller amount for the 
on with- Yoursel bs at soe hictl a = ai teal prise é e ee | that there | From 45 is considerably more difficult | insurance company will use both the 
& of the Owen's address a cueny OF an ne" Z no Nat he's or additiona prea on and from 55 is so steep as to be prac- | capital and the interest to pay her a 
to this rational nature, but it was interspersed | he will make no attempt to sell any, but | tically prohibitive. Then at the right he | regular income as long as she lives. 
throughout with valuable pointers on if there is a need of course the prospect puts down the well known figures of | 
Trelani [the actual canvass. Mr. Owen stressed | will want to cover it. the outcome of 100 men at age 25, by | Small Investments Needed 
lence ing the necessity of having the right mental He then gets the prospect to agree to | the time they are 65. One will be rich,| for Future Income 
n unani- [attitude He cited many instances to, several propositions. He asks him if | ¢ - x 
\ - - our well to do, 54 dependent on char- : ‘ 
show that a man can do what he wants | he would like to perpetuate his present ity, five dependent on their daily wages For instance, to get an income of $600 
to do, but that he must be willing to | earning power to his family, as long as | 254 36 dead. ; ~~" | a year, one must invest $12,000 to yield 
WR PY the price of‘right thinking. The | he lives. Naturally the man must an- 5 percent interest. -If a women is 35 
of the fy tverase salesman is mentally lazy. He | swer in the affirmative. The salesman | Annuities Have Strong Appeal years old, she can merely deposit $214.90 
YY, © usually thinks along a rut because it is | then asks if the prospect could arrange to Several Classes of People a year until she is 60, in a life insurance 
A easier to do that than to develop any | to have his salary paid after his death, company, and thereafter begin getting 
Chi ‘new ideas. The salesman who would | would he be willing to do it? He must Mr. Owen gave considerable attention | $600 a year, her total deposits for, a 
Sar make a success cannot afford to fall into | agree to this also. He must also agree | to selling the old age pensions. He | period of 25 years amounting to only 
it an stereotyped phrases or plans of canvass/| that if he were going away for six | pointed out that there are three classes | $5,632. Mr. Owen pointed out that there 
Fini hed for the simple reason that his prospects months he would arrange to have his | of people who ought to buy annuities: | are only four things that could happen 
" 7 gy ate not cast in the same mold. Different | wife get her monthly check regularly. | the woman past 30 who is self support- | before the insured reaches age 60. 
F little men require different treatment, and Mr. | By this time he is in a responsive mood. | ing, unmarried and without prospects of | she pays her premiums regularly, she 
f ym Owen suggested some good approaches Mr. Owen is liberal in his use of | marrying; the bachelor past 40, who | will receive $600 per year after she 
1 ‘de and selling points. | charts and diagrams, little sketches of | should make some provision to avoid | reaches age 60 until her death. If she 
4b . In one approach he suggested, the | perhaps only a few lines, which never- | being an old man with neither relatives | discontinues paying the premium, she 
> Ken. salesman opens the conversation by ' theless are sufficient to hold the eye of | nor money; the man or woman, espe- | will get exactly the proportionate bene- 
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ACTUARIES 








ONALD F. CAMPBELL 








2 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY. 
1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
7105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 


Hubbell Bldg. DES MOINES, IOWA 








J. McCOMB 
e _COUNSELOR AT LAW 
_ CONSULTING ACTUARY 
Premiums, Reserves, ender Va)- 
ues, etc, y 
and Examinations Made. 
and all Life Insurance Forms Pre- 


gover. The Law of Insurance a 
pecialty. 
Cokord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 


CONSULTING 
ACTUARY 


S4 Pine Street - - San Francisco 








E L. MARSHALL 
e 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
St. Louis 

















known to be interested. 


ing in forty states. Full level net 
reserve gasis. 


PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 


which permits agents to interview prospects 
t A steady, healthy 
growth in the Company’s business is reflected 


in the increased earnings of its agents, 


Fidelity is a low net-cost company operat- 
emium 
: Over Three Hund Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











WANTED 


An Adjuster and Examiner of Life and 
Health & Accident claims. 


] Can make de- 
sirable connection if experience and ability 


warrant. Part time traveling required. 


-29 ; 
nderwriter. 


Address 
Care The National 











& week is the cost of The 
8c National Underwriter by 
annual subscription. 


fits she had paid for. If she dies after 
she has paid the premium for only a 
part of the time, her beneficiary will re- 
ceive a lump sum, or an income, or if 
she is permanently disabled she will re- 
ceive $600 a year from that time until 
her death. This latter is one of the most 
attractive features as the prospect can- 
not secure such a provision if she is 
investing in bonds. 


Value of Concentration 
Shown by Harry Rosen 


Mr. Owen emphasized the value of 
concentration in attaining success. He 
said that there is no such thing as suc- 
ceeding in anything by chance. He 
said that one must think the thing he 
wants, talk it, live it, breathe it, dream 
it, act it, saturate his life with it. He 
said that that was how Harry Rosen 





ERNEST W. OWEN 
Manager Sun Life at Detroit 


became the greatest salesman in the 
world, because he thought of only one 
thing, his great purpose to carry the 
message of protection. The man who 
would succeed must make opportunity. 
The only man who says he has no 
chance is the failure. Mr. Owen asked 
what chance Abraham Lincoln had in 
the backwoods of Kentucky, or Lloyd 
George in the little Welsh village, or 
Harry Rosen, the poor immigrant who 
landed at the Battery in New York 
with nothing, not even a knowledge of 
English. To be a success a man must 
have vision, but he must not be the 
type of dreamer who sits idly and builds 
castles in the air. He must have faith 
in himself and in his company, and he 
must work. 


Utah University Course 
The Utah Life Underwriters’ Associa- 
tion will furnish the teachers for the 
University of Utah extension course in 
life insurance, to start at once. 


Saskatchewan University Course 


The University of Saskatchewan, in 
conjunction with life underwriters of 
Saskatchewan, is planning to establish a 
course in life insurance from Jan. 27 to 
Feb. 5. The course will include these 
subjects: Mathematics, dealing with an- 
nuities, reserves, mortality tables, etc., 
by Dean G. H. Ling of the University 
of Saskatchewan; law, dealing with the 
model insurance act, succession duties, 
beneficiaries, etc., Prof. F. C. Cronkhite; 
medical work, Dr. A. Croll of the uni- 
versity and Dr. A. Wilson, medical 
health officer of Saskatoon: phychology. 
Prof. J. A. Sharrard, dealing with the 
approach, arousing and holding interest, 
effective desire, the sale, etc.; economics, 
Dr. W. W. Swanson, Prof. W. A. Car- 
ruthers and Prof. P. McQueen. This 
latter series of lectures will deal with 
the business cycle, living standards and 
insurance, relation of insurance to in- 
come, and business stability. There will 








also be lectures on salesmanship by out- 
Standing authority on that topic, taking 





up such subjects as system, volume and 
cost of business, and practical methods 
that make sales. 


SERVICE OF LIFE MEN 
TO THEIR ASSURED 


(CONTINUED FROM PAGE 1) 
sold on trust company administration of 
life insurance estates in many of its 
phases. He feels very definitely that 
modern conditions have introduced a 
new situation in business and that the 
up-to-date underwriter will do well to 
study the subject for he will otherwise 
surely be left “off the band wagon” and 
will have to run mighty hard to catch 
up to its again. 

Work of Trust Companies 


The trust companies have gone into 
the life insurance business through the 
front door and are there to stay and the 
agent who reads the signs of the times 
will secure greater benefits than ever 
before if he recognizes the facts and 
takes advantage of them. 

One of the characteristic developments 
of the day is the enormous increase in 
instalment buying. It has great inherent 
advantages in that men and women can 
pledge their future earning capacity to 
enjoy the comforts and some of the lux- 
uries of life while they are paying for 
the minstead of the old method of sav- 
ing first and denying themselves until 
the payment had been set aside. This 
new method makes better citizens. It 
gives them greater ambitions and makes 
them work harder to attain them. 


Tendency to Overestimate 


It also has inherent evils in that there 
is a tendency to overestimate the value 
of future earnings which results ulti- 
mately in disaster, in many cases. One 
point where it definitely affects the life 
insurance profession is that too many 
cases have arisen where income settle- 
ments from life policies 
pledged to the purchase of luxuries 
through the insistence of children or 
relatives which the insured had intended 
should go to the grocer and the clothier 
and to the educator. It is very difficult 
for the recipient of the income to with- 
stand the importunities of those close to 
her. Had the principal of the policies 
been turned over to a trust company 
and administered by a trust officer, such 
a condition could not have come to pass 
for the officer is in a far better position 
to advise against unwise use of income 
without giving offense. 

Earning Power of the Inhabitants 


Figures show that the greatest asset 
the nation is the combined earning 
power of the inhabitants, amounting to 
a value of 2,000 billions of dollars. The 
entire tangible wealth of the United 
States, the wealthiest country on the 
globe is only 350 billions, or less than 
one-sixth of the human value. The in- 
sured value of the citizens is but 3 per- 
cent of its value. In other words, the 
present generation is deliberately scrap- 
ping 97 percent of the most valuable as- 
set the country possesses, a subject 
which should be of the greatest interest 
to bankers and financiers. 


Sharp Estate Shrinkage 


In 1924, 400 millions was paid out on 
life insurance claims, but in the same 
period, estates shrank 480 millions. In 
other words, the present payments from 
life companies do not even offset the 
direct costs of dying, let alone com- 
pensate for the life value of the decend- 
ents. 

To give a more concrete vision of the 














situation as it exists in Cincinnati, 
Thorp announced that at the preg 
time there were 400 millions of in 
ance in force in Cincinnati and { 
from 10 to 15 millions were paid , 
each year as death claims. This did 
take into account industrial ins 
because the proceeds of the latter » 
erally were used directly in paying | 
debts of the insured. 
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AGENTS 
who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory stil] 
awaiting capable representatives, 
Your inquiries will have considera- 
tion. 

UNION MUTUAL LIFE 


INSURANCE COMPANY 
Portland, Maine 














MORTGAGE AGENCY 


Des Moines man of large mort- 
gage experience in Chicago and 
Des Moines desires Insurance 
Company representation for loans | 
on Des Moines real estate. 

Address Q-26 
Care The National Underwriter | 








have been | 


$7,500 for the Right Man 


One of the leading companies in 
the mountain territory now having 
upwards of $45,000,000 of insurance 
in force desires to get an experi- 
enced, hard working, intelligent 
manager of agencies. If the proper 
man can be secured a salary of 
$7,500 will be paid. This company 
does business in a number of states 
and the position will require con- 
siderable traveling. No man need 
seek this position unless he is will- 
ing to get down to business, hit the 
rails and do constructive work. A 
man who makes good in the job 
will have further preferment. The 
company is a growing one, is per- 
manent, popular and has excellent 


prospects. 
Address Q-25 
Care The National Underwriter. 
al 











MEDICAL DIRECTOR 


Mutual Life Insurance Company, 
located in large eastern city, desires 
to employ an Associate Medical 
Director who will give his full time 
to Underwriting work. Must be 
familiar with modern Underwriting 
methods and be qualified to take 
charge of Medical Department. 


Address Q-24 


Care The National Underwriter. 
—S—s—_. 
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FIELD SUPERINTENDENT—AGENCY BUILDER 


A successful Superintendent of Agencies, with fine record as Agency Builder, 
and excellent character and reputation, desires to go into field as Supervisor 
or Field Superintendent for good company. Small company no bar. 
Iowa and Missouri, or Southwestern territory, including Texas, Arkansas, 
Louisiana or Oklahoma. Will consider good Home Office Superintendency, but 
prefers Field Superintendency or Supervisorship, with salary and interest © 
business developed. Desires to start January, 1926. Tell it all in your reply. 


Address Q-27, Care The National Underwriter. 


Illinois, 
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